A WELL EQUIPPED AGENCY 


Reference Work 


An Agency should have at least one copy of all reputable Life 
Insurance Selling Services for reference purposes. A lawyer would 
not think of operating an office without Blackstone. 


Attract Agents 


Prospective Agents are more 
equipped offices. 


readily attracted to the better 


Help Agents 
Many Agents have been pulled out of a slump by a re-study of the 
fundamental principles of some part of the selling job. See the 
new “Problem Index’’, now furnished with the Salesmanship Sec- 
tion of The Diamond Life Bulletins, which will assist in diagnos- 
ing selling weaknesses. 


Sales Talks 


Tested sales talks for every ‘‘need’”’ will be found in the seven 
volumes of accumulated Files. New canvasses appear in the 
Monthly Supplements as they come to our attention. 


Sales Plans 


Most of the workable Sales Plans will be found in these Files 
which we have been accumulating and revising for 16 years. 


Tax and Business 
Insurance 


Agents apestsiiving in_ the higher branches of Life Underwriting, 
such as Income and Inheritance Taxes, both Federal and State; 
Estate and Gift Taxes; Wills and Business Insurance can find 
valuable help in referring to these special Sections. Our recently 
revised Section on “Sole Proprietorship Insurance” is the most 
comprehensive treatment of the subject yet published. The Sec- 
tion on ‘Partnership Insurance” is now under revision. 


Training Booklets 


General Agents and Managers have found our new “highlighting” 
booklets useful in training new men and in stimulating established 
Agents. These attractive pocket-size booklets cover the subjects of 
“Life Insurance Situations,” ‘‘Prospecting,”” ‘‘The Approach,” 
“‘Life Insurance Property” and “The Term Insurance Fallacy.” 
Other booklets will follow from time to time. 


Tax Booklets 


Our booklets “‘Life Insurance and Federal Tax Laws” and ‘‘Re- 
ducing Your Taxes” which have been published now for five con- 
secutive years, are enjoying a wider use each year. 


The Cost of Equipping an Agency is comparatively small when spread over a term of months. 
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Money 
fag 3 


When you sell life insurance, 
you sell money for future 
delivery .. . and the safety 
of that investment is as cer- 
tain as anything human can 
be. Life insurance has weath- 
ered all economic cycles as 
has no other form of invest- 
ment. 


When you select Continental 
to act as trustee of your 
client’s financial welfare, 
you have the security of a 
company with an unassail- 
able record for continuous 
growth and progress and a 


definite sense of trusteeship. 


Each and every year since in- 
ception, this strong Chicago 
institution has shown in- 
crease in assets and insurance 
in force... and its safety 
margin of surplus not only 
exceeds legal requirements, 
but greatly exc the aver- 
age of American companies 
...a dependable guarantee of 
positive protection. 
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s regularly as the giant 
geyser Old Faithful” hurls its 
superb column into the air, life 
insurance companies mail 
checks to the fortunate owners 


of lite income policies. 


Field-Men can tell their clients 
that they can provide a life in- 
come for their dependents and 
a retirement income for them- 
selves through the settlement 


options under Life and Endow- 


ment Insurance Policies. 


The Metropolitan's March ad- 
vertisement,* with “Old Faith- 
ful” as a perfect symbol of 
unfailing regularity, features 
“non-stop” incomes. Some of 
of the prospects who plan to 
provide future security for their 
wives or themselves will be 
sure to see this advertisement 
and may wish to arrange for 


their own “non-stop” incomes. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 


Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 


Leroy A. Lincoln, President 


alaries 
pres 


NEW 
bf desis 
hifficult 
ity ang 
ngly fc 
Doint a: 
bse of | 
ng ane 
igh cle 
ployers. 

Big « 
phone, 
ramble 
© inter 
enior 
hnivers: 
ers ¢ 
Drocedt 
he top 
begun — 
he sea 
esearc| 
he lif 
lowev 
n busi 
ent co 
erial | 
Ives, | 
would 
gents, 


Not 
Belect | 
Pearan 
ecords 
se of 
based | 
lesigne 
acterist 
lakes 
Dne w 
or the 

This 
Employ 
ngly r 
orkin 
Jualific 
by the 
usly | 
ing is 
uess cl 
among 
agenci 
he fa 
o mu 
olleg. 
erns ; 
to $13 
ion s 





ONE MADISON AVE., NEW YORK, N. ¥. 





THE NATIONAL UNDERWRITER Life Insurance Edition, Published weekly by The National Underwriter Com- 
+ ¢ Office of .publication, 175 W. Jackson Blvd., Chicago, Ill. Forty-first year. No. 10. Friday, March 5, 1937. 
per year, 15 cents <a co y: Entered as second class matter, June 9, 1900, at the post office at Chicago, 

Il, under act of March 3, 1 










t 


Y. 











LIFE 
INSURANCE 
EDITION 


FieNATIONAL 
UNDERWRITER 











orty-First Year—No. 10 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, MARCH 5, 1937 


$3.00 Per Year, 15 Cents a Copy 





\ther Lines Grab 
Quality Recruits 


Big Corporations Scientifically Se- 
lect “Cream of Crop” Among 
College Seniors 


BEST SALES TYPE TAKEN 


alaries to “Trainers” Up to Pre-De- 
pression Level, Increasing Com- 
petition for Better Men 


NEW YORK, March 4.—Recruiting 
of desirable new agents, already more 
lificult than ever before from a quan- 
ity angle, threatens to become increas- 
ngly formidable from a quality stand- 
boint as well, because of the growing 
bse of highly selective standards of hir- 
ig and retaining young men of the 
igh class sales type by other large em- 
bloyers. 
Big corporations like the Bell Tele- 
phone, General Electric, Procter & 
iamble, have long made it a practice 
0 interview outstanding members of the 
enior classes in leading colleges and 
tniversities. More and more large con- 
erns are sensing the wisdom of ‘this 
procedure and doing their best to get 
he top ranking men before they have 
begun to look around for jobs. Where 
he search is solely for technical and 
esearch men it does not conflict with 
he life agencies’ search for agents. 
lowever, there is a growing tendency 
Mn business and industry to regard re- 
ent college graduates as the best ma- 
Picrial for future salesmen and execu- 
ves. These men are of the type who 


would make the most desirable life 
gents, 





Use Scientific Selection 







Not only do businesses and industries 
elect the outstanding men of good ap- 
pearance, background and _ scholastic 
ecords, but they are making increasing 
se of personality tests and interviews 
based on scientific principles which are 
lesigned to bring out the hidden char- 
cteristics distinguishing the man who 
lakes a good first impression from the 
Dne who is actually a much better bet 
or the long haul. 

his means that those who do not 
tmploy such methods thave an increas- 
ngly strong factor of adverse selection 
vorking against them, since the average 
lualifications of those who are rejected 
Py these more accurate methods obvi- 
ously will be lower than where the pick- 
ang is done by chance. There will be 
Hess chance of finding really good men 
among them. In the case of most life 
peencies this condition is aggravated by 
sian that they are not prepared to 
ee inancing of new men, whereas 
: ge graduates taken on by large con- 
tap hag trainers” are getting from $110 
° $135, which is about the pre-depres- 
on standard, 


(CONTINUED ON PAGE 10) 
































Northwestern Mutual Life 
Now 80 Years Old 





The Northwestern Mutual Life was 
80 years old March 2, having been in- 
corporated in 1857 by a special act of 
the Wisconsin legislature as the Mutual 
Life Insurance Company of the State 
of Wisconsin. The first home office 
was in Janesville, Wis., where the com- 
pany began business Nov. 25, 1858, fol- 
lowing the fulfillment of charter re- 
quirements of a preliminary $200,000 of 
insurance. Since 1859 the home office 
has been in Milwaukee. The present 
name was adopted in 1865, 

Today the Northwestern Mutual has 
assets totaling $1,129,853,696 with 1,007,- 
857 policies in force for $3,778,148,862 
insurance. The company is the sixth 
largest in point of assets and the fifth 
largest in ordinary business in force. 
It is licensed in 42 states and the Dis- 
trict of Columbia. There are 84 gen- 
eral agencies operating in the field, with 
a force of more than 5,000 agents. 

General Johnston Is Founder 


Gen. John C. Johnston, who emi- 
grated to Janesville from New York 
City, following a career as an agent of 
the then recently organized Mutual Life 
of New York, was the founder of the 
Northwestern. Gen. Johnston did not 
become the first president. Joseph A. 
Sleeper was the first chief executive. 
Other presidents, in order of service, 
were H. W. Collins, S. $. Daggett, Les- 
ter Sexton, J. H. Van Dyke, H. L. 
Palmer, G. C. Markham, W. D. Van 
Dyke, and since Oct. 19, 1932, M. J. 
Cleary, incumbent. 

The first insurance policy of the 
Northwestern was issued Nov. 25, 1858, 
written for $5,000 on the life of General 
Johnston. The first death claim was paid 
Nov, 9, 1859, one week after the death 


of an Oshkosh, Wis., merchant in a 
railway accident. The infant company 
had not accumulated enough surplus 


from premiums to pay the death claim, 
but the money was borrowed from a 
bank to pay the beneficiaries promptly. 


. Outgrows Quarters 


Four months after the first policy was 


written, the, Northwestern moved its 
home office to Milwaukee. After two 
rented quarters were outgrown, the 


company purchased a building in 1865, 
built a larger structure in 1870, and a 
still larger one on another site in 1886. 
The corner stone of the present $5,000,- 
000 office building was laid in 1912. With 
the addition started in 1930, the struc- 
ture now occupies an entire block, rises 
eight stories and is designed to accom- 
modate the ultimate construction of six- 
teen additional stories. 

By June 1, 1859, the Northwestern 
had in force 137 policies for $408,800 of 
insurance, with assets of $9,335. Insur- 
ance in force reached $100,000,000 in 
1885; $200,000,000 in in 1889; $500,000,- 
000 in 1900; a billion in 1909; two bil- 
lions in 1920; passed three billions in 
1925, and in 1930 reached four billions. 
Since 1934 the company’s assets have 
exceeded the billion dollar mark, show- 
ing steady annual increases to a total 
of $1,129,853,696 at the end of last year. 

The aggregate statement of the 








or 


Northwestern from Nov. 25, 1858, to 
Dec. 31, 1936, shows for this period total 
premium receipts of $2,835,837,552; in- 
terest on assets of $931,310,747, and 
rents of $23,659,358. 

Death claims paid totaled $813,909,- 
114; endowments paid, $162,381,743; sur- 
render values paid, $546,902,895, and div- 
idends returned to policyholers, $763,- 
738,224. Since the company began busi- 
ness the total paid policyholders and 
their beneficiaries was $2,296,785,171, 
with an additional $1,129,853,696 held for 
the benefit. The grand total of $3,426,- 
638,867 compares favorably to $2,835,- 
857,247 entrusted to the care of the 
company by its policyholders. It is in- 
teresting’ to note that the Northwest- 
ern has paid $1,473,022,865 to living pol- 
icyholders, and only $813,909,114 on 
death claims. 


Policy Now Matured 


The oldest living policyholder of the 
Northwestern is a resident of Mariners 
Harbor, N. Y., born April 16, 1837. As 
he has reached the end of the mortality 
table, his policy is now payable as an 
endowment. The oldest policy in force 
is Number 12,503, issued Sept. 19, 1865, 
to a resident of Honey Creek, Wis., then 
aged 17. 

Oldest in point of service as an agent 
of the company is Thomas L. Fansler, 
of Philadelphia, whose contract was 
dated 1883, or 54 years ago. Others 
approaching that record are P. M, An- 
derson, Wichita, Kan., first contract 
dated 1884; E. H. Anderson, Topeka, 
Kan., V. P. Heil, Rockford, Ill, and 
Edward Kraemer, Baltimore, Md., 1886; 
Lawrence W. Mack, New York City, 
1887; S. H. Benbow, Kalamazoo, Mich., 
1888; W. F. Atkinson, general agent at 
Brooklyn, N. Y., 1889, and J. A. Rein- 
hardt, general agent at Spokane, Wash., 
1890. 

Those who have served the company 
longest at the home office are William 

(CONTINUED ON PAGE 10) 





Kansas Issues Challenge 
on Attendance at Denver 











DENVER, March 4.—Kansas_ will 
send a larger delegation to the National 
Association of Life Underwriters con- 
vention here this summer than any 
other state in the union, heads of state 
and local associations promised Guy 
Gay, president of the Colorado Associa- 
tion of Life Underwriters and chairman 
in charge of a membership drive in 
Kansas and several other states. The 
Kansas men challenge any other state 
to equal their attendance. 

Mr. Gay has just returned from a con- 
ference in Salina attended by R. G. Cun- 
ningham of Wichita, president of the 
State Association, R. G. Dennison, chair- 
man of the state group’s membership 
committee, Wayne Clover, president of 
the Wichita association and others. The 
state group reported a 50 percent in- 
crease over last year’s membership and 
expectation of decided further gains. 





Option Menace 
Hit by Lawyer 


“U. S. Law Review” Carries Ex- 
tended Article on Dangers 
of Complexity 


PRAISES CONSERVATIVES 


But Notes That They Are Put at Dis- 
advantage by Those Less 
Restrained 


NEW YORK, March 4.—The seri- 
ousness of complicated settlement op- 
tions, which is a source of concern to 
many life companies, is treated at length 
from the lawyer’s point of view in the 
January “United States Law Review.” 
The author is Albert Epstein of the New 
York bar, who incidentally should not be 
confused with Abraham Epstein, author 
of caustic criticisms of life company op- 
erations. 

Stating that lawyers are rarely con- 
sulted in the planning of insurance es- 
tates, the article states that the applicant 
depends upon an insurance agent, who 
is not skilled in the law for an explana- 
tion of the agreement and for assurance 
that it effectually carries out his desires. 
The author remarks on the inconsistency 
of this, saying that while the client will 
discuss an ordinary business contract 
with his lawyer in great detail, properly 
desirous that all his lawyer's skill be 
given to its preparation or scrutiny, yet 
it will not occur to him to consult his 
lawyer about agreements disposing of 
his life insurance proceeds, totaling large 
sums, in which he is investing for the 
support of his family after his death a 
substantial part of his income every year. 


“High-Sounding Names” 


“Plans, variously designated as pro- 
grams or estate analyses or by other 
high-sounding names are presented to 
the policyholders or prospective policy- 
holders by the insurance agent,” Mr. 
Epstein writes. “They are often compli- 
cated architectural creations, sometimes 
impossible of execution, frequently in- 
adequate, They are, in fact, conceived 
and formulated primarily for the purpose 
of selling the policyholder more insur- 
ance.” 

After citing a number of examples, the 
author points out that it is apparent that 
many agreements are not properly 
drawn. 

Not All Alike 

“The companies are, of course, not all 
alike in this regard,” he concedes. “Cer- 
tain companies exercise great care in the 
preparation of settlement agreements. 
Other companies are not merely lax, but 
are seemingly governed chiefly or solely 
by a desire to help the agent sell a pol- 
icy. One immediate result of this, apart 
from the consequences which come to 
light on the death of the insured, is that 
the representatives of the lax companies 
are at an advantage in competing with 

(CONTINUED ON PAGE 10) 
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Answers to Policyho 


Outlined by Attorney Langston 


Familiarity with how taxation laws af- 
fect life insurance often is one of the 
underwriter’s most effective sales tools, 
James T. Langston, tax attorney for the 
Kansas City Life, told members of the 


whether paid in a lump sum or other- 

wise; however, any additional amounts 

which may be added to the principal 

, sum, when paid in installments, by rea- 

son of the running of time, are taxable. 
x Ok OX 


life, and then pay the principal amount 
in a single sum to a second beneficiary, 
the tax status is as follows: Interest 
payments constitute taxable income to 
the first beneficiary. When payment is 
made to the second beneficiary a tax- 


itor, to whom a policy has been assigng 
by the debtor as security for a loan, « 


Iders’ Tax Questions 


duct premiums paid by him on the pg 


icy due to default or inability of ty 


insured debtor to pay them as they kp 


come due? The answer depends on ty, 


Life Underwriters Association of Kan- 
sas City. Every underwriter ought to 
know the answers to the questions most 
frequently asked by assured, said Mr. 
Langston. However, in a complicated 
case the underwriter should consult an 
attorney or his own company’s tax at- 
torney. He outlined answers to ques- 
tions which he most frequently receives 


things: (1) Whether the creditor has, 
right of reimbursement and (2) if y 
whether such right is worthless, In| 
recent case where the principal amoy; 
of the policies was equal only to th 
original indebtedness and it was evidey 
that the taxpayer could not collect th 
premium from the debtor, it was hej 
that the premiums were deductible x 


able gain thereby results to him in the 
amount of the excess of such proceeds 
over the amount of the premium paid 
for the policy by the insured. 
ok ok 

Gain or Loss on Disposition of Pol- 
icy. An insurance policy is property. 
It follows, therefore, that where a sale 


Accident and Health Insurance. 
Amounts received by an insured or his 
estate or other beneficiaries, through 
accident or health insurance, or under 
workmen’s compensation acts as com- 
pensation for personal injuries or sick- 
ness are not taxable. 


from policyholders: 

Property Taxes (ad valorem): Are sur- 
render values of life insurance policies 
taxable? No (opinion of the attorney 
general of Missouri). Held not to be 
“property” in the sense that it is tax- 
able by virtue of the provisions of the 
statute, is not “fixed and certain” but 
“indefinite and contingent.” 

Are Annuities Taxable? The answer 
is “yes.” The Missouri statute ex- 
pressly subjects annuities to taxation. 
Held taxable as a credit. 


x Ok Ox 
Income Taxes. Are dividends on in- 
surance policies taxable under the fed- 


eral income tax law? No. Such divi- 
dends simply represent a return of pre- 


Payments Received During Life of In- 
sured. The general rule is that all pay- 
ments received by the insured during 
his life (other than amounts received as 
annuities) are exempt until the aggre- 
gate premiums or consideration paid 
have been recovered. 

Endowment Policies. Where the in- 
sured survives the maturity of an en- 
dowment policy, taxable gain results 
measured by the difference between the 
amount actually received and the total 
premium charged less dividends. If the 
insured elects to leave the proceeds on 
deposit with the insurance company at 
interest, the government regards the 
proceeds as having been constructively 
received and the profit should be re- 
turned the year of maturity. Where the 


or exchange is made, either to the com- 
pany or to another individual, the gen- 
eral rules for determining gain or loss 
on sale or exchange of property should 
be applicable. However, the difference 
between the total amount of premium 
payments and the amount received upon 
cancellatigtt of a policy is not deductible 
as a loss. 

Insurance Premiums. The general rule 
is that individuals may not deduct insur- 
ance premiums on their income tax re- 
turns. (The premiums are not deducti- 
ble and funds paid as a death benefit 
not income.) However, there are excep- 
tions. It has been held that premiums 
on a life insurance policy in which char- 
itable organization is irrevocably named 
as beneficiary, may be deducted as con- 


a business expense in the year paid, 


* * x 


necti 


sdisco 


Purchased Annuities. Prior to the af 


actment of the revenue act of 1934, jp 


come from an annuity contract was ap 


empt from the income tax util sud 
time as the annuitant had recovered hi 
The law has been changed a 
now income from an annuity contra 


cost. 


ci 


total 
life | 
was | 


is partially taxable. The federal govent 
ment rule is that there must be returnf™ 


as gross income a sum representing | 
return of 3 percent on the cost of th 
contract. The federal government is x 
tempting to tax the interest return ay 
for administrative reasons adopted « 
arbitrary rate of 3 percent. For exam 
ple, suppose that Mr. A purchased x 


annuity for $30,000 calling for a retunp 
of 10 percent a year. The amount re 
ceived annually would be $3,000. Hy 
would report as income for tax purpost 
a return of 3 percent on the $30,000, 
$900, leaving a non-taxable balance (7 
$2,100. 5 


insured survives the maturity of an en- 
dowment policy, and _ prior thereto, 
without any valuable consideration to 
himself irrevocably designates a bene- 
ficiary, other than himself, to receive 
the proceeds of the policy in a lump 
sum, no taxable income results to the 
insured. Taxable income results to the 
beneficiary to the extent that the pro- 
ceeds exceed the premiums paid by the 
insured. In other words, the basis in 
the hands of the transferee is the same 
as the insured. If insured were to go 
a step further and provide that the in- 
surance company was to retain the pro- 
ceeds at maturity, and pay interest 
thereon to a designated beneficiary for 


tributions. An unincorporated company 
may deduct premiums paid on policies 
insuring the life of an employe (which 
includes officers) if it can be shown (1) 
that the company was not directly or 
indirectly a beneficiary under the policy, 
(2) that the premiums paid were in con- 
sideration of personal services actually 
rendered, and (3) that the amount paid 
the officers and employes, including the 
premium payment, was not unreasonable 
compensation for their services. Pre- 
miums paid by a borrower on insurance 
in favor of a lender to secure a loan 
are not deductible, This brings up an-| tween the annuity feature and the li 
other interesting situation: Can a cred-| insurance feature of the contract, 
z part applicable to the annuity would! 
———= nn taxed as an ordinary annuity; that 
FIGURES FROM DECEMBER 31, 1936 STATEMENTS at ae ae ee 
9 . cost allocated to the annuity featut 
Total 

Disburs. 
1936 


mium, a return of the premium in ex- 
cess of the cost of carrying the policy. 
They are not returns in the investment 
sense nor a return of income, but merely 
the return of an overcharge. Whether 
the dividends are surrendered to the in- 
sured or left with the company, the 
effect is either to lengthen or shorten 
the premium payment period, there be- 
ing no resulting economic advantage in 
either case. 

Payments Received After the Death 
of the Insured. Are the proceeds of life 
insurance paid to a beneficiary income 
to said person? “No.” The proceeds 
are exempt from the income tax 


* * * 


Investment Annuity Contracts, The: 
contracts are combination contra 
sometimes referred to as “life annuitisl 
with death benefits,” and were very po 
ular two or three years ago. Where th 
insurance company is able to make!” 
fair allocation of the premium paid b 
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Where a deferred annuity contrac 
surrendered and the contract provitt 
for no cash surrender value, the p# 
ments made by the purchaser are é! 
ductible as a loss in the year of s# 
render, according to a recent board’ 
tax appeals case. 
* * * : 

Estate Tax. Under the federal esti 
tax law, insurance carries a_ sptth 
exemption of $40,000 if the policies | 
payable to designated beneficiaries othee 
than the estate of the insured. 

Inheritance Tax. The attorney-st 
eral of Missouri has ruled that wh 
proceeds of insurance are payable to 
designated beneficiary no Missout! * 
heritance tax is payable on the trans 
This is the general rule and followet® 
many states, but there are exceptidé 
and laws of each state should be * 
ferred to before telling a prospect ™ 
insurance proceeds are not taxable # 
der death duty levies. : 


Federal Gift Tax Law. There, wa! 
time when one might freely give" 
property to another by absolute ! 
without subjecting himself or his ¢# 
to a tax, but since June 6, 1932, the 





Benefits 
Paid 
1936 
$ 


Total 
Income 
1936 
$ 


Prem. 
Income 
1936 


Change 
in Ins. 
In Force 

$ 


Change 
Total in Surplus to 
Assets Assets Policyholders 
$ $ 


Ins. in Force 
Dec. 31, 1936 
$ 


New Bus. 
1936 
$ 


$ 
482,293 
113,947 
388,3361 
1,749,659 
29,607 
5,007,435 
1,146,046 
4,839,936 
1,152,2405 
296,370 
6,107,690 
481,51018 
16,375,571 
3,410,9399 
9,660,983 
12,657,227 
1,556,463 
446,206 
68,665,172 


553,884 
120,209 
690,687 
2,325,812 
176,653 
7,575,890 
1,815,257 
6,349,790 
1,302,570 
556,889 
8,749,413 
1,188,0457 
25,137,527 
5,839,673 
14,732,792 
31,781,487 
1,810,300 
561,421 
111,906,905 
79,918,372 
73,468 
3,412,24012 
911,678 
599,711 
1,006,891 
4,347,151 
1,421,720 
1,067,494 
812,065 
8,992,977 
3,525,167 
184,003 


+ 966,43 
+ 560,193 
—518,353 
—5,068,522 
+ 39,459 
—224,713 
—1,632,510 
+ 13,875,274 
+ 2,395,294 
+ 1,446,039 
+ 6,580,858 
1,358,615 
582,240 


9,351,429 
2,625,048 
2,052,122 
27,757,303 
428,768 
14,030,000 
8,422,566 
27,906,568 
18,831,327 
3,306,392 
34,105,465 


1,003,142 

138,417 
2,131,084 
5,437,838 


+ 32,695 

+ 18,824 

+ 37,325 

+ 683,126 
+ 25,224 

+ 2,348,311 
+ 318,637 
+ 2,675,861 
+ 293,835 
+ 188,636 
+ 1,631,050 
+ 234,955 
+ 6,606,014 


500,000 
9,981 
290,882 
1,064,6003 
190,804 
3,405,227 
438,083 
3,432,617 
476,881 
232,596 
4,000,000 
400,000 
5,346,367 
986,962 
5,815,958 
9,478,935 


All State Life, Ala... 
Amer, Life & Ac., Mo. 
Amer. Savings, Mo... 
Bankers Natl., N. J.. 
Central Assur., O.... 
Central Life Soc., Ta.. 
Colorado Life 

Cont’l Assur., ; , 
Empire L. & 1,275,969 
Great Natl., 989,782 
Yreat Southern, Tex.. 44,756,972 
Great Western, Ia.... 2,672,468 
Guardian Life, N. Y..115,737,355 
Ill. Bankers 32,002,444 + 700,633 
Imperial Life, Can... 79,100,809 + 3,937,215 
Kansas City Life....100,530,286 + 18,858,155 
Knights Life, Pa + 545,916 703,109 
Morris Plan, N. Y.... +88,060 1,322,830 
Mutual Benefit, N. J..618,458,287 + 31,667,107 u 
New Eng. Mut., Mass.375,650,329 + 32,197,219 18,897,105 
Northw’n Union, IIl.. 342,009 + 5,130 131,899 
Old Line Life, Wis... 19,482,55212 +815,686 2,075,505 
Pa. Mut. 3,038,739 + 155,484 336,906 
Pyramid Life, 3,389,226 + 90,656 536,841 
Reliable L. & A., Mo,. 689,860 + 93,058 269,367 
Security Mut., N, Y.. 21,800,215 + 977,833 663,329 
Service, Neb. 5,881,882 + 276,804 317,746 
Southern L. 1,118,920 + 121,166 229,493 
Standard, 5,404,785 + 130,895 432,193 
State Life, Ind....... 50,400,684 + 833,415 1,253,399 
Union Mut., Me...... 21,459,683 + 259,781 869,924 
Union Natl., Neb..... 333,090 + 90,336 144,588 

FRATERNALS 


207,831,020 
22,748,602 
12,012,082 

233,405,488 

3,213,930 18,274,085 

48,441,459 464,931,514 
11,242,114 1° 121,583,529 
20,811,381 281,579,244 
54,881,273 435,701,967 
23,437,315 62,791,127 
41,709,488 29,140,607 

132,675,982 2,006,774,187 

147,607,688 1,393,448,406 54,862,024 

774,354 2,704,623 54,529 
8,126,587 75,183,998 520, 2,214,429 
7,790,479 26,414,507 762,152 
2,282,831 15,863,259 393,275 
10,926,986 12,719,016 492,72218 
12,059,950 88,716,355 3,085,801 
3,719,554 23,716,866 909,833 
49,448,356 49,776,365 1,000,782 
1,463,719 18,554,913 504,439 
15,995,464 192,913,193 5,774,029 
7,150,013 72,090,812 2,262,406 
2,388,000 5,330,000 165,828 


10,670,978 
3,062,557 
6,939,439 
8,165,118 

540,484 
159,806 
58,530,137 
34,756,671 
30,034 
1,484,800 
366,889 
298,727 
365,59 313 


4,623,792 
10,310,522 
12,624,269 

1,405,375 

472,037 
82,774,339 
48,623,146 

68,938 
122,578,861 

826,609 

540,612 

953,456 

3,562,950 

883,150 

969,094 

746,360 

7,872,863 

3,467,060 

101,009 


115,204 
435,703 


+ 2,434,570 
— 291,483 
—477,134 

+ 12,358,332 

—1,026,019 

—1,200,284 
+ 163,759 

+1,524,000 


Protherhood of R. R. 


Trainmen, O. ...... 
Luth’n Mut. Aid S., Ia. 
Protect. H. Circle, Pa. 
Woodmen Circle 


- 26,045,338 


10,440,139 
6,973,202 
8,103,586 


+ 2,394,161 
+ 971,832 
+ 707,971 
+ 967,313 


165,460,441 
49,117,387 
57,685,954 

108,660,736 + 238,794 

* 131,432,350* —1,808,368 


+ 3,111,335 
+ 4,788,713 
+ 920,569 


416,462 14,934,980 
9,467,528 
14,248,080 


17,169,127 


6,343,261 
1,478,192 
1,794,618 
2,577,105 
2,816,786 


7,188,886 
1,956,387 
2,214,300 
3,899,984 
4,672,818 


4,838,991 
1,021,003 
1,625,880 
2,969,275 
3,728,172 


has been a gift tax law on the sta 
books. Transfers of a value of $0" 


are exempt from the gift tax, but ® 


nv 


exemption is allowed only once. +2 
dition to this specific exemption, $5” 
to each donee is exempt annually i 
the federal gift tax if the gift is not? 
of a future interest in property. Lit” 
surance, like any other property, 
(CONTINUED ON PAGE 10) 


Wom. Ben. A., Mich. 36,180,611 +1,639,439 1,652,664 7,967,254 


1Life only, A. & H. $161,857. 

®Life only, A. & H. $82,119. 

3Special reserve $250,000. 

‘Life only. 

SIncluding H. & A. department, $332,632, 
Gri¢luding H. & A. department, $131,798. 
TLife only, A. & H. $604,049, 

SLife only, A. & H. $580,928, 


®*Life only, A. & H. $282,717. 
1Tssued and revived, 
1Contingency reserve funds, $29,970,170. 
Include A. & H., assets $221,440, income $167,908, disburse- 
ments, $147,427. 
Includes A. & H. department. 
tAlso contingency reserve, $555,000. 
*Benefits and juniors. 
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Rate Changes on March 1 
Brought Much New Business 





THREE COMPANIES INVOLVED 





Connecticut General Will Not Here- 


assigne/ 


















after Have the Monthly Payment 
Total Disability Provision 





Agents of the Aetna Life, Travelers 


"Be and Connecticut General Life have been 
doing a landoffice business owing to the 


announced change in their rates as of 
March 1. They were beating the brush 
jn every direction and all three com- 
panies did a large business in February. 
The increase gave the impetus to the 
men and they all worked hard. Another 


‘P simportant change so far as the Con- 
necticut General is concerned was the 
“Mdiscontinuing of the monthly indemnity 


otal and permanent disability clause in 
ife policies. The Connecticut General 


'® Swas one of the few companies of promi- 










= 
® 


Fnence that still maintained the monthly 


payment life indemnity feature. It kept 
ts rates on a very reasonable basis al- 
hought it had made a couple of in- 
creases. It now only has the waiver of 
premium. 


























Supreme Court Rules Aetna 
Life Case Go on Merits 





















WASHINGTON, March 4.— Ruling 
hat the Aetna Life had a valid case 











against E. P. Hawarth and Cora M. 











000, He 


























awarth to void policies for non-pay- 
ment of premium, the United States Su- 
reme Court has ordered trial of the 
suit on its merits by a district court. 
The defendant held life policies pro- 
iding for disability payments. Insured 
eased to pay premiums and contended 
e was totally and permanently disabled. 
The company contested the claim and 
efused to pay benefits, insisting that the 
policies had lapsed because of non-pay- 
lent of premiums. 

The lower courts held that the action 

































Wid not set forth a “controversy” in the 


onstitutional sense and dismissed the 
ase. In holding that the case should 
be tried, the Supreme Court ruled the 
omplaint “presented a controversy to 
Which the judicial power extends and 
hat authority to hear and determine it 
has been conferred upon the district 
ourt by the declaratory judgment act.” 





Ordinary Sales Decline 
3 Percent During January 
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Ordinary life sales decreased 3 per- 
ent in January, according to the Sales 
esearch Bureau. Sales for the last 12 
nonths are off 2 percent. With the ex- 
€ption of California and Oklahoma, all 
bf the west south central, mountain, and 
acific states showed decided increases 
luring the last 12 months. In the other 
€ctions of the country, the general ex- 
erience was slightly downward. 

The ratios by sections for the month 
nd last 12 months are as follows: 


Jan. Last 

1937 12mos 
% % 
a Sig stale ertieale +1 al 
ahead etre § tek —2 35 
aveao dh —4 —3 
RE —11 —3 
site eit aralale: 4% +1 0 
—1 
+2 
+9 
+1 












as money selling accident insur- 
ent & Hea Gents for copy of Acci- 
Blvd, Chicago. Review, 175 W. Jackson 














Sales Ideas at St. Louis 


G. M. Lovelace and R. B. Coolidge Head Program of 
Outstanding Speakers on Sales Problems at Congress 





Practical educational ideas were pre- 
sented at the sales congress sponsored 
by the Life Underwriters Association of 
St. Louis. The program included Dr. 
Griffin M. Lovelace, vice-president of 
the New York Life; R. B. Coolidge, 
superintendent of agencies Aetna Life, 
and the following St. Louis men: Gale 
F. Johnston, Metropolitan Life divisional 
group sales manager; Adam Rosenthal, 
Connecticut Mutual Life; L. S. Becker, 
Lincoln National Life, and H. E. Wuer- 
tenbacher, Jr., Penn Mutual Life. 

Howard Cammack, general agent 
John Hancock Mutual Life, is president 
of the St. Louis association, while the 
committee in charge of the sales con- 
gress was headed by Frank Vesser of 
the Reliance Life. The community sing- 
ing was led by Lewis Bunte of the 
Northwestern Mutual. Dick Oliver, of 
New York Life, was chairman at the 
morning session, while Mr. Cammack 
opened the afternoon meeting, and then 
turned it over to Mr. Vesser, who served 
as afternoon chairman. 

“Building Prestige’ was discussed by 
Mr. Johnston. Life insurance ranks at 
the top of all forms of investment, he 
said. “If prestige building is needed in 
our business it is needed among the in- 
dividuals who present the institution— 
among the individuals who manage and 
sell its product.” A new type of “cre- 
ative salesman” emerged from the de- 
pression. “He is a man of prestige. 
Creative selling is the order of the day. 
Selling is now placed in the same cate- 
gory as service. In fact, successful sales- 
manship may be defined as service ren- 
dered with mutual profit,” said Mr. 
Johnston. 

Dr. Lovelace reviewed the essentials 





of successful life insurance salesman- 
ship. He said each sale should start 
with a good foundation instead of at- 
tempting to construct the building at the 
the second or third floor. Prospecting 
is a major operation and not a thing 
apart from the sales, he said. It is not 
just a process of finding a person to 
talk to but somebody who will listen. 

The personal interests of the prospect 
are his vulnerable spots, said Dr, Love- 
lace. Personalize the interview. Have 
something to say that will make the 
prospect listen. In closing the agent 
should make the policyholder dissatis- 
fied. In motivating the close the agent 
should keep it simple and brief. The 
children more than the wives should be 
used to motivate sales, he said. 


Makes Good Approach 


“Settlement Options” were discussed 
by Mr. Rosenthal, Settlement options 
eliminate all the factors at work toward 
the early dissipation of a lump sum of 
mioney, such as unfortunate investments, 
poor advice by well-meaning relatives 
and friends, undue indulgence of chil- 
dren, unintentional speculation and per- 
sonal extravagance. Settlement options 
provide money management and make of 
life insurance a house of protection. 
“What can be more desirable for a 
widow than a pre-invested estate, guar- 
anteed by the entire assets of your life 
insurance company?” 

Since only about 17 percent of life 
insurance in force is held under settle- 
ment option, an approach on the contin- 
gent beneficiary angle is almost sure to 
click, said Mr. Rosenthal. “In referring 
to the insurance the prospect now owns, 

(CONTINUED ON PAGE 11) 








ways. 


Independence Square 





Your Company Magazine 


We think you will agree that it should be useful in two 
One is to supply sales helps that have been devised 
at either the Home Office or in the Field. The other is so 
to supply you with news of your Home Office and your Field 
associates that you shall at all times be made to feel that 
you are a living part of the organization. 


The degree of this twin usefulness depends in good part 
on volunteered contributorship from the Field. Without that 
the magazine may be brilliantly composed, filled with sales 
material, and dressed with typographic splendor, but it will 
lack that vital something which makes the Field man want 
to read it, show it to his prospects and policyholders, take it 
home to his family, and which gives him a constant sense of 
satisfaction in his relationship to his Agency and his company, 
and strengthens sales aggressiveness, 


The most successful agency magazines, of Home Office issu- 
ance, are those which are the joint production of Field cor- 
respondents and of the Company’s editorial room. Rightfully 
proud may any Field member be when named with honor in 
the official mouthpiece of the institution. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


+ PHILADELPHIA - 

















Hold Brief But Stormy 
Hearing on Illinois Code 





LLOYDS TO HAVE DAY OF OWN 





Full Meeting But No One Offers Criti- 
cism—Sub-Committee Is Named 
in Senate 





SPRINGFIELD, ILL., March .4.— 
The senate insurance committee, hold- 
ing a public hearing on the insurance 
code bill, today agreed to hold a sepa- 
rate hearing next Wednesday so that 
London Lloyds can be-heard on the 
Lloyds section of the code. 

The session, following the regular: 
senate session, was brief and stormy, ad- 
journing within a few minutes to per- 
mit legislators to catch home-bound 
trains. Senator Keane, chairman of the 
committee, presided. 

Mr. Palmer told the senators and a 
number of insurance representatives that 
the way the meeting had developed. 
there was no possible way to determine 
who wants to be heard on the bill or 
what points they wanted to bring up. 


New Code Called Improvement 


“We have drawn up the code, follow- 
ing many conferences and our experi- 
ences with the code’ bill introduced two: 
years ago, so that it contains no par- 
tiality for any group or type of ins#r- 
ance companies,” Mr. Palmer said. “We 
believe it is an improvement over the 
original code bill, which failed to pass. 
Our purpose is to consolidate in shorte# 
form hundreds of insurance laws in thig 
state. Unless we obtain the right kin 
of laws, people who buy insurance will 
not be protected. Our job is to protect 
the policyholders and at the same time 
not to hamper the companies. 

“It is unfortunate that there is a full 
meeting here and no one is willing to 
come out and say what is wrong with 
the code or if it is a good thing.” 

Keane said that following the Lloyds 
hearing next Wednesday other groups 
desiring to be heard will be given an 
opportunity to air their views “because 
we can sit longer than they can talk.” 

Chairman Kane announced that any- 
one wanting to be heard on the code bill 
should appear at the hearings, and that 
he would oppose any further hearings 
when the bill reaches second reading. 





Claim Dew Was First to 
Promote Leaders’ Party 











Friends of Noel A. Dew, Portland, 
Ore., claim that he is the originator of 
the idea of holding functions to recog- 
nize production leaders in a city or 
state. In a recent article by A. R. 
Jaqua, associate editor Diamond Life 
Bulletins, the statement was made that 
Alva Carlton of Houston, Tex., was the 
originator of this idea. Friends of Mr. 
Dew say that he organized the first 
banquet of this kind in Portland éarly 
in 1934, in recognition of 1933 leaders. 
Mr. Dew is now general agent in Port- 
land for the John Hancock. 

Mr. Dew since then has been making 
an analytical report of the leaders in 
his state and copies have been furnished 
to home offices and the research bureau. 

In his report, for instance, at the 1936 
banquet honoring 1935 leaders, he»stated 
that the gain in volume on the part of 
the leaders was 19.5 percent in 1935 over 
1934, ‘gain in lives.was 3.3 percent, gain 
in policy size“was 23.5 percent. ume 
leader “NO@”"'1 made a gain of 44.7 per- 
cent in 1935 over 1934; the leader in 
lives had a gain of .4.2 percent and the 
average of the first 10 leaders in v6lume 
showed a gain of 34.5 percent... The 
records. were baséd on the experience 
of 52 leaders. Of those 40 were létated 
in Portland and 12 in country towns; 45 
were ordinary agents and seven indus- 
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Reinstate the Pennsylvania 
Licenses of Three Companies 


NEWSPAPER POLICY ISSUE 


Hunt Lifts Suspension Against Federal, 
Washington National, North American 
Accident After Conference 


The suspension of licenses in Pennsyl- 
vania of the Federal Life, Washington 
National and North American Accident 
were lifted this week following confer- 
ences between representatives of those 
companies and department officials. 

The licenses were suspended on the 
ground that these companies had vio- 
lated a ruling of the department made 
in January that the issuance of newspa- 
per accident policies could not be made 
contingent upon subscription to a news- 
paper. 

The suspensions were lifted when the 
companies agreed to make much the 
same changes that were made some time 
ago in New York. Among other things 
they agreed that application for sub- 
scription to the newspaper and applica- 
tion for the accident policy should be 
separate. Heretofore the applications 
have been combined. 


Newspaper Connections 


The Federal Life writes the policies 
for the Philadelphia “Inquirer.” The 
North American Accident has the Phila- 
delphia “Record.” The Washington 
National’s principal connections are the 
Pittsburgh “Post,” Philadelphia ‘‘Eve- 
ning Public Ledger,’ Harrisburg ‘“Pa- 
triot” and Harrisburg “Evening News,” 
and Wilkes-Barre ‘“Times-Leader.” 

Among the company people at the 
conference were Vice-president Edward 
St. Clair of the North American Acci- 
dent; Ray Wetterlund and J. N. Davis, 
Washington National; Attorney Ambler 
of Philadelphia, for the Federal Life, 
and Albert L. Allen and Mr. Gregory of 
the Allen Registry Service, Harrisburg, 
Pa., representing the Columbus Mutual. 
The latter company was interested, but 
its license had not been suspended. 
Previous to the conference, President 
Isaac Miller Hamilton and O. Stein- 
kemper of the Federal Life conferred 
with department officials. 

At the conference, Insurance Commis- 
sioner Hunt made a statement and then 
turned the conferees over to Deputies 
Roach and Madden. 


Policy Reference Changed 


Company representatives agreed to 
make certain changes and on the basis 
of that agreement, the commissioner 
sent telegrams Tuesday announcing to 
the companies that their suspensions had 
been lifted. Most of the newspaper 
policies contain a reference of this type: 
“Issued exclusively to readers of the 
Daily Blotter.” In lieu of that phrase- 
ology, the companies agreed to use an 
expression of this type: “H. C. John- 


_son, registrar agent, care of the Daily 


Blotter.” It was specified that the name 
of the agent must be of the same sized 
type as the name of the newspaper. 

A special problem existed so far as 
the Columbus Mutual and Washington 
National are concerned. They issue 
policies the premiums on which are 
payable weekly or monthly and the col- 
lections are made by the carrier boys. 
The other companies write exclusively 
annual premium policies. The insurance 
department at first wanted to have the 
carrier boys licensed as agents, but the 
difficulty is that an agent must be 21 
years of age and most of the carrier 
boys are younger than that. The de- 
partment agreed to write those two 
companies a letter, authorizing them to 
continue to use the carrier boys for 60 
days. The companies agreed to submit 
to the department copies of receipts 
given by the carrier boys. The depart- 
ment will study these and. make a final 
decision later. 

The Federal Life has paid out in its 
history about $10,000,000 under news- 












Mortality and Interest 
Figures Are Supplemented 


—___| 8 

Additional figures on percentages of 
net interest to mean invested assets anj 
actual to expected mortality of life com. — 
panies as taken from the “Little Gen § 
Life Chart” soon to be off Ty 
NATIONAL UNDERWRITER press are give 
below: 












































































































































































Acacts Mutual ..6..6660 4.37 73 
American Bankers ...... aves 5 
Amer. Life & Acc., Mo.... 5. " 
American Savings ....... : 
Pe eae : 41.7 
Atlantic Life, Va......:. ; 10.7 
BAMAD INTO (oi5se5 6 0.65 ie 086s : 42.6 
Bankers National........ 5. 466 Eo : 
PRIOR: o incsins sie'e ws siete 4.20 37.4 [| associa 
GIOMOININ. 20s orld 655. 6s 3.93 722 BE activiti 
Colorado Life ........... 4.67 439 f : 
Columbia Life, Ohio...... 3.59 611 : specific 
Columbian National...... 4.14 677 [E of age! 
Empire Life & Acc....... 4.42 497 [ men, c 
Equitable Assur., N. Y... 3.77 604 - ; 
Empressmen’s Mutual.... 3.93 80¢ | Phase, 
Fidelity Mutual.... . 3.88 585 — year, | 
General American... - 4.60 ry 4 ss 1 
Great American, Tex..... 5.12 30] fee mas 
Great Northern ..... . 4.09 427 § in the 
Great Western ... ee 314 fF great | 
Guarantee Mutual.. . 3.65 588 fm k 
Guaranty Life, lowa..... 3.54 55.0 em spcaKe 
Guardian Life, N. Y...... 3.11 560 @ tion o 
GUAT (UCGE 6 5 occ ace s:c:00 8016 4.46 396 BE life ins 
Indianapolis Life ....... 3.60 43.3 th re 
Interstate Life & Acc.... 3.87 83.7 ie the ho 
John Hancock ee. ee 3.50 *611 —  womer 
PON! MGT sik vhs onc a OUOe 55. ; 
AO TEBNCE EACC: 0.6.0 v0 00-00% 451 15 Ff the 1 
Lincoln National ......1) 3.54 640 f used s 
Manufacturers Life ..... 4.47 56.8 Up an 
Michigan TALC ..... 0. ccscce 0.76 56.2 ress, 
Mid-Continent Life ....! 1.81 49.2 fee STESS: 
DRTIANG ITO 6 oe 6c oc eciee 3.97 46,5 — | associa 
Midwest Life ............ 3.88 40.5 fF 2,000 ; 
Minnesota Mutual 4.30 52.1 ie 
Mutual Benefit ..:..:5..06.6 3.98 65.3 Fe 
Natl: Guardian «.......<... 4.40 40.5 : 
Natl, ‘Dife, TOWa.....c002. 3.61 83.1 
North Amoer., Pi... ss 2.92 60.2 
Northwestern Union ..... 3.42 34.3 
PGRN BUC oot 5.00 5:08 ws 3.89 64.7 
Pennsylvania Mutual..... 2.23 62.2 
POODICR, ENG: so: o:6.000:0.0564:00 4.18 53.8 
Philadelphia Life ........ 4.25 75.8 
i ee OD A eee 4.10 58.5 
PIOGERE FIGIEO © 65656 wieid'eisie. a's 070 3.33 76.4 
BPPUGOUSIAL iicc65. 5:0 siren veo 3.87 *59.1 , 
Pyramid Life, Kan....... 3.96 49.0 ; dy 
Seaboard Life ........... 4.74 314 ready 
Security Mutual, N. Y.... 3.78 64.3 E. N. 
Standard Life, Pa........ 3.63 59.1 tial, v 
DEREO BAEO, TRG. 0060 ccs's ce 3.44 60.4 os 
Sun Life, Canada......... 4:16 60.3 preside 
Teachers Ins. & Ann..... 4.20 225 fam York | 
TMED sks cane sccies 4:50 46.0 1 tative 
Union Cental: ..c cc cee 3.81 67.3 am a 
Virginia Life & Cas...... 4.32 ... foe Man. 
Volunteer State ......... 3.61 67.7 | = Mutua’ 
Western & Southern..... 3.89 52.2 fm liver h 
Wisconsin Natl. ......... 3.70 38.5 Bat 
Risers, > Living 
*Ordinary only. J ant ag 
> New 
-* Dollar 
e 7 e z 
Bulletin Concerning Wills | © sonai 
1936, v 
Has Been Sent to Agent) ©...” 
——— » gelmar 
HARTFORD, CONN,, Mar 4.—Tht} @ Life, | 
advisory bureau of the Connecticut Ger} @ in the 
eral Life has reprinted for the beneit will ta’ 
of its agents the article entitled “A Wil 
of Your Own,” which appeared in the ween 
“Reader's Digest” for February. Tit) @ Wo 
article sets out in a clear, concise atl) ™ Subject 
readable way the problems confrontit{ . 
the heirs of a man who dies without Fie ‘meric 
leaving a will or who leaves a will whid 7 Page 
is faulty. “sd d 
The bureau’s bulletin warns strong! eading 
against improperly drawn wills, sayiis 9 Ventior 
that they will absolutely defeat the ae 
tention of the testators. The bullet he 
states that “under no_ circumstantct associa 
should an agent furnish a blank copy ° Meee 
a will form or in any way attempt! a 
advise an insured on the actual draitit inanc 
or execution of a will.” i 
Agents have been given the oppor a 0} 
tunity of obtaining additional reprit! uence 
for distribution to a few of their cliem! 

Apr 
paper accident policies. About $4,500,0# r The 
has been under policies issued throug’ ae 
the Chicago “Tribune.” A conservatil be 7 
estimate is that -altogether there hi snail 
been paid out under newspaper accidet ng ‘ 
policies more than $30,000,000. » ass} 

the Ca 

three , 

H. F. Fehlandt, 78, for 40 years oi and re 
cial agent of the Northwestern Mutt. In his 






Life, died suddenly at his home In 
waukee of a cerebral hemorrhage. 
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) New York and Jersey Will 
Hold Joint Sales Congress 











) 00K FOR 2,000 ATTENDANCE 












i Justice Cropsey of New York Supreme 
‘ Court Added to List of Dis- 
tinguished Speakers 













NEW YORK, March 4.—The New 
York City Life Underwriters Associa- 
» tion and the Northern New Jersey Life 












Dp. = 
patty "Underwriters Association, instead of 
36.5 t holding separate all day sales congresses 
689 [as in the past, will join forces this year. 
at The meeting will open at 9 a. m., March 
107 [ 18, Hotel Pennsylvania, New York City. 
426 BF In the last few years, the New York 
ri 5 association has split up part of the day’s 
729 [ activities into simultaneous sessions, each 
es . specifically planned for a certain group 
677 | of agents, such as new men, experienced 
497 [ men, or those interested in some special 
Hy ‘ phase, such as business insurance. This 
585 § year, however, there will be one large 
71.5 [mass meeting. The program has been 

od 


in the making since last summer and 
' great care has been exercised to obtain 
' speakers who would present a cross-sec- 
‘tion of material on the philosophy of 
life insurance selling, on motivation, on 
* the home office point of view, on the 
' women’s angle, and on present up to 
_ the minute sales methods and plans 

used successfully in the field. “Wake 
' Up and Sell,” the theme of the con- 
_ gress, is being widely publicized by the 
association. A capacity audience of 
» 2,000 is expected. 


Judge Cropsey to Speak 


Justice J. C. Cropsey of the New York 
" supreme court will be a speaker, it has 
_~ just been announced by H. A. Schmidt, 
chairman of the sales congress commit- 
tee. His subject will be “Insurance and 
the Law.” 

Subjects of the talks which will be 
> given by other speakers, who have al- 
"ready been announced, follow: Albert 
) E.N. Gray, assistant secretary Pruden- 
> tial, will talk on “Courage.” Vice- 
® president G. S. Van Schaick of the New 
* York Life will talk on “The Represen- 
tative Character of an Insurance Sales- 
man.” C. C. Day, general agent Pacific 
Mutual Life, Oklahoma City, will de- 
4 liver his famous talk, “A Philosophy of 
» Living.” Louis Behr, Chicago, assist- 
» ant agency manager Equitable Life of 
New York, member of the Million 
Dollar Round Table and leading per- 
S } sonal producer for the Equitable in 














» 1936, will discuss “My Prospecting Sys- 
: 4 n s 
ents + tem and My Avera’ D. Plc 

) selman, C. L. U., Northwestern Mutual 
— Tht) Life, New York City, who specializes 
Gen: in the insurance for income approach, 
.r ® will talk on “The Intangible Factor.” 
a ihe ; ee “Women and Insurance” 

Thi Women and Insurance” will be the 
e aij ™@ Subject of Miss Cathrine Curtis, na- 
ontig tonal director Women Investors in 
thou) ae America. 


Oscar L. Gustafson, Davenport, Ia., 

Who did an outstanding job of song 
; leading at the National association con- 
vention in Des Moines, will lead the 
singing, 

The annual banquet of the New York 
association, which will follow the sales 
congress, will be addressed by C. B. 
Seblaneay head of the Reconstruction 
nance Corporation, and Dale Car- 
Praca public speaking authority and au- 
rae of “How to Win Friends and In- 
uence People in Business.” 





















Syeeinte Assistant Secretary 
e Canada Life has announced the 
cetnent of H. N. Watt as an assist- 
wh age a For some year he has 
sala close touch with the field as a 
ws wo of the agency department and 
lg ant superintendent. He joined 
mat ada Life in 1914, was absent for 
we ere in France on active service 
ng urned to the head office in 1919. 
us new duties Mr. Watt through his 




















previous experience in the agency de- | 


partment will act as an important link 
between the sales and office work. 


Quota Busters Club 


The Harold G. Saul general agency of 
the John Hancock at Los Angeles has 
organized a “Quota Busters Club.” An 
attractive bronze plaque is to be awarded 
each month to the member who exceeds 
his quota by the largest percentage. 
Winner for January was A. E. Lovett, 
who exceeded his quota 146 percent. 
The agent who exceeds his year's quota 
by the largest percentage will be the 





permanent holder of the plaque. Offic- 
ers of the club are H. B. Keeling, presi- 
dent; B. B. Bedwell, vice-president, and 
E, N. Johns, secretary-treasurer. 


Lackey to Address Lawyers 


LANSING, MICH., March 4.—The 
Ingham County Bar Association will 
observe an informal “life insurance day” 
at its meeting Saturday, when George 
E. Lackey, Detroit general agent Mas- 
sachusetts Mutual Life, will discuss co- 
operation between life underwriters and 
the legal profession and point out their 
close alliance in properly arranging the 





financial program of the average busi- 
ness man. 

Mr. Lackey has for three years been 
chairman of a committee of the Na- 
tional Association of Life Underwriters 
sponsoring cooperation between the life 
men and lawyers and has_ spoken 
throughout the country before groups of 
attorneys. 


. H. Cammack, St. Louis, general 
agent for the John Hancock Mutual Life 
and president of the St. Louis Associa- 
tion of Life Underwriters, spoke on “The 
Young Business Men in St. Louis” at a 
smoker of the young men’s division of 
the St. Louis Chamber of Commerce. 





AMERICAN UNITED Litt 


ok fa” 


FACTS AND SUMMARY FOR 1936—American United Life takes this op- 
portunity to emphasize not only the accomplishments of the company 
in 1936 but also the records and traditions established throughout the 
company’s sixty years of service and security. During 1936 new and 
additional insurance was issued, bringing the company’s total insur- 
ance in force to an all-time high of over a quarter of a billion dollars. 
Assets of $45,764,06C.86 represent a substantial gain over 1935, with 
more than 50 per cent of the invested assets in Government and Muni- 
cipal bonds. The company had one of the highest cash interest returns, 
4.33%, on its invested assets of any old line, mutual, legal reserve 
company. The surplus for policyholders increased 6.83% over the 


previous year. 


FORECAST FOR 1937—American United Life, one of the four oldest companies 
west of the Allegheny mountains, anticipates a rapid and extended 
growth in 1937. New General Agents will be added in a number of 
smaller cities and towns and they will operate directly under the home 
office with a General Agent's contract that is one of the best and most 
liberal ever offered by any insurance company. If you are interested 
in having your own profitable business, you owe it to yourself to find 
out the possibility of establishing a General Agency in your commun- 
ity. Write immediately for complete details. 





December 31, 1936 


ASSETS 


Government and Municipal Bonds..... $23,498,795.93 


th ANNUAL STATEMENT 


LIABILITIES 


Reserve for Insurance and Annuity 


I IR hi dac cxtncwsskocawaas 2,775,205.47 ESE LATS, $41,684,820.33 
Dubie Ulltty Bands. .....-ccccccccces 3,265,585.03 8 hoe Cciedis Maisie te aunt 
Industrial and Miscellaneous Bonds.... 221,887.93 re aon pla oe 4 
Stocks (Public Utility, Industrial and ments and Amounts Held under Sup- 
ME oii cink ts evens tv antataxens 201,744.83 plementary Contracts............... 1,163,280.80 
Real Estate (Including Home Office Reserve for Claims Unreported or Proofs 
pO Se eRe me 5,119,889.06 po Ee ee ae 301,850.37 
Real Estate Sold under Contract....... 145,401.73 Reserve for Premiums and Interest 
First Mortgage Loans on Farm Properties 1,341,362.00 Paid in Ad : 
First Mortgage Loans on City Properties 1,935,175.05 pln Passi : abl ee le epapety 
ayable in 1937..... 113,869.34 
Policy Loans (secured by legal reserve) 6,460,813.22 
Cash on Hand or in Banks............ 924,712.37 Reserve for Dividends Payable in 1937. 163.460.43 
Interest, Dividends and Rents Accrued. . 703,532 69 Reserve for All Other Liabilities....... 46,395.35 
Net Premiums Due or Deferred Reserve for Mortality and Investment 
(secured by legal reserve).......... 748,208.81 Fluctuation ....... nT eC rT ree 136,265.46 
Clee Rae es Sess ss ict 86,893.90 Unassigned Funds..............+.--- 1,650,000.00 
Ge eo co cdcccccccwcns $47,429,208.02 $45.764,060.86 
Less Assets not used in Reserve Fund.. 1,665,147.16 
ADMITTED ASSETS.............. $45,764,060.86 INSURANCE IN FORCE. .... .$267.767.881 


AMERICAN UNITED LIFE INSURANCE COMPANY 
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INDIANAPOLIS, IND. 
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Eastern Special Conference 
of Management Association 





The 1937 eastern special conference of 
the Life Office Management Association 
will be held at the Hotel New Yorker, 
New York City, April 22-23. The gen- 
eral theme is.“Sphere of Personnel Ad- 
ministration of the Life Insurance Of- 
fice.’ The general chairman will be R. 
A. Taylory assistant comptroller Sun 
Life of Canada. 

The personnel aspect of life insurance 
home office management is one of par- 
ticular interest to executives today. The 
art of office personnel selection, place- 
ment, and training, has taken on new 
aspents during the past few years, and 
the increasing demand for office work- 
ers has focused the attention of man- 
agement upon the subject of compen- 
sation. 

One of the features of the conference 
will be a panel discussion of the “Pres- 
ent Status of Social Security Tax Re- 
quirements and Compliance Procedure.” 
R. M. Olzendam, director of the social 
security bureau of the Metropolitan Life, 





will direct the discussion. It is expected 


that there will be about 150 representa- 
tives of member companies in attend- 
ance. The program is: 


Thursday Morning, April 22 


Opening remarks by association presi- 
dent Georgon A. Hardwick, vice-presi- 
dent and comptroller Penn Mutual Life. 

“Trends in Clerical Selection and Train- 
ing Procedure’—routine jobs, advanced 
positions, college graduates, R. R. 
Combs, assistant secretary Massachusetts 
Mutual. 

Discussion—Miss Dorothy B. Gold- 
smith, personnel director Guardian Life; 
H. L. Rhoades, assistant to personnel 
officer Metropolitan Life, and D. M. 
Stevenson, assistant secretary London 
Life. 


Afternoon Session, April 22 


“University Training for Life Insur- 
ance Office Work,” Prof. R. H. Blanchard, 
school of business, Columbia University. 

“Insurance Education for Non-Techni- 
cal Office Workers,’ W. H. Harrison, 
actuary Ohio National Life. 

Discussion, H, E. St. Clair, associate 


educational secretary Life Office Man- 
agement Association. 

“Home Office Employes Extra-Curricu- 
lar Activities,” social and athletic asso- 
ciations, home office house organs, and 
other so-called ‘“‘welfare activities,” R. N. 
Hayes, assistant secretary State Mutual 
Life. 

“Employes Savings and Loan Facilities 
(Credit Unions),’” E. D. Murphy, assistant 
secretary New York Life. 


Friday Morning, April 23 


Chairman, George W. Skilton, comp- 
troller Connecticut General. 

“Maintaining Nervous and Emotional 
Health,” Dr. Lydia Giberson, neuropsy- 
chiatrist Metropolitan Life. 

“Compensation of Life Office Employes: 
A Problem in Incentives,” H. A. Hopf, 
managing partner Hopf, Kent, Willard 
& Company, New York City. 

“Job Rating and Salary Standardiza- 
tion with a Discussion of the Possibili- 
ties and Limitations of Piece Work and 
Bonus Plans,’ R. E. McNeal, manager 
standardization division Curtis Publish- 
ing Company. 

Discussion, P. L. Dickinson, personnel 
department Aetna Life. 


Afternoon Session, April 23 


“A Survey of Life Office Employe Pen- 
sion, Sick and Death Benefit Plans”: 

“Pensions” (speaker to be selected.) 

“Sick and Death Benefits,” W.C. Damuth, 
planning supervisor Home Life. 

Panel Discussion, “Present Status of 
Social Security Tax Requirements,” 
leader, R. M. Olzendam, director social 











The Farmers and Bankers 


Life Insurance Company 


Wichita, Kansas 


Presents Its 


TWENTY-SIXTH ANNUAL STATEMENT 
Showing Condition of Company December 31, 1936 


ADMITTED ASSETS 


Gti Se RNR os ee a ne cians 


Checking Accounts in Insured Banks. 
U. S. Govetument ‘Bonds at Par... .... .00s000000 
Market Value $507,040.00 
Federal Land Bank, Federal Farm Mortgage, 
and Home Owners’ Loan Corporation Bonds 


Reserve to Provide for Fluctuation of Mortality.. 
In Excess of Legal Reserve. 

Reserve to Provide for Fluctuation of Market 

aM NRe Rea AMER 5-5 5x5: obra otavorsie-b araiosglb°Ra1s iielel Wats 


LIABILITIES 
seen $ 371,947.39 Legal Reserve on Policies..................+..-$ 8,421,711.31 
As required by State Insurance Department. 
483,000.00 


135,000.00 


193,884.87 


At Par ....sseseeesecccccccecsecccecerenees 1,809,700.00 
pio Taye Ey ar gaaamauael Credits to Policyholders left with Company on 
State, County and Municipal Bonds, Company’s BOLI a AG MEE OSE ss 500 asin 2/605. re' ro 0 Wiplcieisis ss OG 846,581.57 
Valuation for Inventory Only................ 1,734,812.92 Money Borrowed or Interest Paid.............. None 
(Par Value $2,213,930.19.) oe f T 
ee A ee ee eer 1,059,589.90 52g gage eae 
Carried at Unpaid Amount of Original Death Claims Due and Unpaid......../.25...... None 
Loan, less Credits on Sales Contracts. j 
First Mortgages on Real Estate................ 2,386,862.26 Death Claims Reported but Proof Not Completed 
On Improved Real Estate December 31, 1936..........2:.- A Ree cae 11,514.00 
Appraised for $8,312,167.00. Premi ee 
emiums and Interest Paid in Advance......... : 
Advanced to Borrowers for Taxes on Real Estate 14,388.72 . ae pees St * Aavasne semaines 
Secured under First Mortgage. Special Funds Payable to Policyholders in 1937.. 99,833.28 
Doar cand Bsens ON FP OUCICS . 6.65. .55 050055000050 2,448,476.86 sah sts 
Secsnad te Caat Gare. All — BETA OS 1800) J Sais lois Genes Mele cone 72,160.30 
Peck i oy Ray ers, Sara eens sy ee 104,222.04 Capital and Surplus............ Petes see eeeeeees 675,000.00 
Earned but not Due on Mortgages and on For Additional Protection to Policyholders. 
Bonds not in Default. 
Net Premiums in Process of Collection.......... 250,889.24 
Secured by Legal Reserve. Thanks for your interest in reading this statement. 
Fagresitiar Gd) PRUE oo ois 6:5 0 :0:0.5.0190:9550;0'6:05% Charged Off Further inquiry or comment is solicited. 
Ue Te TO Cg 0) er re ete Charged Off 
Wiotal’ PAcsntted” ASSCG Sos a sis o oss caress 0 $10,663,889.33 MNSTAL, AURAL NNEES 9 50515 sors! <iatarsis gp srereidte Male Ss VE $10,663,889.33 


INSURANCE IN FORCE December 31, 1936 . . . $52,892,153.00 


The Farmers & Bankers Life Insurance Company operates under the Kansas Compulsory 
Reserve Deposit Law, and every Policy ever issued by this company is registered with the 
Insurance Department of the State of Kansas, and bears that Department’s Registration 
Certificate stating not only that the policy is registered but that it is secured by a pledge of 
securities of the required type deposited with the State of Kansas in an amount equal to the 


full legal reserve on the policy. 


H. K. Lindsley, President 


OFFICERS 


HOME OFFICE, WICHITA, KANSAS 


J. H. Stewart, Jr., Vice-Pres..Treas. 


F. B. Jacobshagen, Secretary 


K F BI — 1050 Kilocycles 











Mrs. Roosevelt Addresses 
Southern Associations 


| || = 








Mrs. Franklin D. Roosevelt js 
scheduled to address the Knoxville 
(Tenn.) Life Underwriters As. 
sociation this week at a joint meet. 
ing with the local Parent-Teacher 
Association. Other southern life 
underwriters associations have 
been negotiating to have Mrs, 
Roosevelt address their gather. 
ings. She is to address the Birm- 
ingham group. The arrange. 
ments at Knoxville and elsewhere 
were made by the individual as- 
sociations and not through the Na. 
tional Association of Life Under- 
writers. 





| | 











security bureau, Metropolitan Life; F, p 
McGuire, attorney Connecticut General: 
R. A. Armstrong, attorney Massachusetts 
Mutual Life; Wm. P. Barber, Jr., aggo. 
ciate actuary Connecticut Mutual; J, Rp 
Sykes, vice-president and comptroller 
Fidelity Mutual. 





General Agents’ Confereng 
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Northwestern Mutual Life Organization 















Holds Mid-Winter Meeting i 

in Milwaukee "Pres 
pad re Feder: 
MILWAUKEE, Mar. 4.—The Gen )) evenin 
eral Agents Association of the North F of a 2 
western Mutual Life held its annual mid. Pe 
winter conference at the home officcp | ic” th 
The local meeting replaces the zone con i ” fe 
ferences formerly held in three key cities [7 “th 
across the country, a plan adopted suc he ' 
cessfully last year. Under the present)” - 
plan general agents from all parts of the ‘ss 
country come to Milwaukee. «i 
The home office section, with G. L)) °S.,” 
Hill, director of agencies, as chairman) ore 
occupied the first day and a half. B.J.)) ~°° > 
Stumm, Aurora, IIl., association presi-[ travel 
dent, was the first speaker Monday Fg 
morning. Following him were variou Chi ' 
company officias who discussed with f wing 

general agents matters pertaining |” nan 

their particular departments. They in| 

cluded Frederick Walker and Howatl | = , 
Thomas, vice-presidents; P. H. Evans Arri 
vice president and actuary; Dr. D. E. W.p) Hamilt 
Wenstrand, medical director; G. LJ the Di 
Anderson, secretary; J. P. McDonali,) 9 Indo-C 
agency assistant; Mr. Hill, U. Hp they w 
Poindexter, L. J. Evans, N. D. Phelps) bodia t 
W. R. Chapman, assistant directors. Et} 7 of Ang 
mund Fitzgerald, vice-president, wap” of Ang 
toastmaster at an informal dinner. Pres: f border, 
dent M. J. Cleary, scheduled to speak en ily 
a ne 





was unable to be present on account 0 








illness. The 80th anniversary and prog f 

ress of the company was the keynote Py day tri 
the dinner. 4 race 
General Agents’ Session 4 Pt 
The general agents section, for generlp § mein, R 
agents only, held an executive sessii) @ will en 
with R. A. Clark, Pittsburgh, chairma!y) part of 
of the program committee, in chart) @ ceremo; 
for a preview of the 1937 zone confer ydera 
ence program and introduction of, tit) reputed 

subject “Induction into Production’ | 9% world 
Following this there were group discus]7@ Col. Pc 
sions for agents in city, mixed and rur nizam ¢ 
fields. me clers ar 
Closing Program Ing tim 


M. A. Carroll, Oshkosh, Wis., int ; 

















duced the subject of “Cooperation” { From 
general discussion, followed by talks 9 t,a Ind 
the three groups. H. L. Cramer, Sout! capital 
Bend, Ind., presided at the final genet Lahore 
session. Speakers were L. E. Allen, A‘ TM den laid 
lanta, discussing 1937 plans; Mr. Stu" mage y, 
and Mr. Fitzgerald. Pe hands I 
Officers of the General Agents #7 From 
sociation, in addition to Presid turn 
Stumm, are L. F. Larson, Portland, O%@ Gani 
E. R. Gettings, Albany, N. Y., and ™ City of 
Carroll, Oshkosh, vice-presidents; ant where 1 
Roswell Pickford, Cedar Rapids, “ance 
secretary-treasurer. The annual met Baluchis 





ing and election of officers of the assoc# 
tion is held in Milwaukee in July & 
year at the time of the annual meetiti 
of the Northwestern Mutual Associati® 














of Agents. 


























180 PM sfaren 5, 1937 LIFE INSURANCE EDITION 
=> day automobile caravan across Iran (the 


Federal Life President 
on a Famous World Tour 
























































ISAAC MILLER HAMILTON 






| President Isaac Miller Hamilton of the 
') Federal Life of Chicago left Monday 
‘ evening for San Francisco on the start 






— ) of a round-the-world trip—mostly by air 
ear *—which will include visits to London 
rad for the coronation and to Moscow for 





the famous Red Army review before 
Lenin’s tomb on May day. Audiences 
with the regent of Siam, the nizam of 
Hyderabad and the shah of Persia will 
be other highlights of the trip. 
Mr. Hamilton, despite the fact that he 
is 72 years old, is making the 20,000- 
mile trip accompanied by only one guest, 
") Col. E. A. Powell of Los Angeles, noted 
"> travel writer. They will leave the west 
» coast March 5 aboard the SS. “Lurline” 
‘| for Hawaii, where they will board the 
'» China Clipper March 12 to fly to Mid- 
‘} way, Wake, Guam and Manila. 


Will Go to China 











Arriving in Manila March 16, Mr. 
| }°* Hamilton will leave the next day aboard 
the Dutch liner “Tasman” for Saigon, 
» Indo-China. By automobile and boat 
® they will travel into the interior of Cam- 
» bodia to visit the ancient Khmer capital 
») of Angkor Thom and the famous ruins 
7 of Angkor Vat, then on to the Siamese 
» border, where he will entrain for Bang- 
Pp) kok. The present regent of Siam is a 
personal friend of Col. Powell and 
_ atrangements have been made for a two 
q day trip up the Menam river aboard a 
government yacht. 

(= On March 28 they will leave Bangkok 
} board an Air France plane for Moul- 
» mein, Rangoon and Calcutta. There they 
/} will entrain for Hyderabad to witness 
Part of the 25th coronation anniversary 
ceremonies in honor of the nizam of 
Hyderabad, premier prince of India and 
reputed to be the richest man in the 
world. In his frequent journeys to India 
‘ol. Powell has been the guest of the 
nizam on several occasions, so the trav- 
“clers are expecting to have an interest- 
"3g time at the prince’s durbar. 

Will Visit Points in India 


From Hyderabad they will cross cen- 
® ‘tal India bound north to Delhi, the new 
ea of the British Raj, then on to 
ahore, famous for the Shalimar, a gaf- 
den laid out by Shah Jehan in 1637 and 
“wi world famous by the line “White 
ands I loved beside the Shalimar.” 
; rom the Vale of Kashmir they will 
ee southwestward again, through 
a ‘ahri, Rawalpindi, Agra, the deserted 
: D of Fatephphur Sikri, to Allahabad 
Where they will again board an Air 
Sond liner for Jodhpur and across 
nics uchistan to Karachi, on the Arabian 
ese Continuing by air up the eastern 
: eee of the Persian Gulf they will reach 
° Ire after an overnight stop at Djask. 
oh rom Bushire starts one of the most 
fresting legs of the journey, a ten- 















yciatios 











new name of Persia). Stops will be 
made at Shiraz, at the famous ruins ot 
Persepolis, Ispahan and Teheran, where 
they will meet the shah of Iran, who 
some years ago decorated Col. Poweui 
with a Persian order. 

From the Georgian capital of Tiflis, 
a motor trip over the famous Georgian 
military road will bring them to Ordjoni- 
kidze, where they will be met by a 
Russian plane for the flight to Moscow, 
with an overnight stop at Rostov-on- 
Don. Arriving in Moscow on April 30 
they will be in time for the all-day re- 
view on May 1, when more than 1,000,- 
000 armed men, with squadrons of tanks 
and squadrons of airplanes, will pass in 
review through Red Square before the 
Kremlin, and by the tomb of Lenin. 
They will entrain for Leningrad and 
then board a German plane for Tallinn, 
Estonia; Helsinfors, Finland; Stock- 
holm, Sweden; Copenhagen, Denmark; 
Amsterdam, Holland, and London, 
where they will arrive May 11, the eve 
of the coronation. 


Will Fly Across the Atlantic 


While in London Mr. Hamilton will 
visit his friends, Sir Richard and Lady 
Winstedt, who were his house guests in 
Chicago about a year ago, and he will 
then fly to Paris for a short visit with 
Prince and Princess Dimitri Djordjadze, 








THE WEEK IN INSURANCE 





Recruiting of quality agents threatens 
to become more difficult, because of in- 
creasing use of scientific selection stand- 
ards in other —— oe - cmeae Page 1 





Susp i of li of Federal 
Life, North American Accident and 
Washington National in Pennsylvania 
are lifted. Page 4 


* * * 
Retirement earlier than age 65 found 
good approach in supplementing federal 
security a ‘ii Page 14 


Tax avoidance methods as sales tools 
described by J. ¥ eens. Page 8 
New York and Northern New Jersey 
life underwriters’ associations will hold 
joint sales congress in New York City. 
Page 5 
*x* * * 


Owing to change in rates March 1 
agents of the Aetna Life, Travelers and 








returning to London to rejoin Col. 
Powell about May 24. 

On May 26 Mr. Hamilton and Col. 
Powell will fly to Frankfort-am-Main to 
board the Zeppelin “Hindenburg” for the 
flight to Lakehurst, N. J. A plane will 
be waiting there to take them to New 
York, where they will board an air liner 
for Chicago. 








Connecticut General did a land_ offiee 
business in eet - Page3 


Valuable sales suggestions presented 

at congress of St. Louis Life Under- 

writers Association. Page 3 
*x* * * 

Northwestern Mutual Life celebrat- 
ing its 80th anniversary. Pagel 
*x* * * 

Mutual Life General 
mid-winter 
Page 6 


Northwestern 
Agents Association holds 
meeting. 

ee eo 


Program of eastern special conference 
of the Life Office Management Associa- 
tion is announced. Page 6 

*x * * 


President Isaae Miller Hamilton of the 
Federal Life of Chicago starts on a world 
tour. ‘a’ Page7 


J. G. Sigmund, former vice-president 
Cedar Rapids Life, becomes Cedar Rap- 
ids general agent of the Minnesota 
Mutual. ae Pagel17 


Modern Woodmen is found 100 percent 
solvent in eight-state examination. 
Page 21 


*x* * * 


Analysis of agents’ sales contacts made 
in Watson agency of Connecticut Mutual 
Life, Boston, is presented by Bertrand 
R. Canfield, director sales division, Bab- 


son Institute. Page 23 








Cash on Hand 


CLARIS ADAMS 
President 





Bonds (Market Value $5,150,887) .. 


First Mortgage Loans ..... 
Real Estate (including Home Office and Real Est 


The Ohio State Life Insurance Company 


COLUMBUS, OHIO 


FINANCIAL CONDITION, DECEMBER 31, 1936 


NE died cat cad ok kk Cin nahebesensasveseswanessaeeeeen 2,251,842.93 
Lege 6b PUMIGNOER, 66565 cccccsscensscees ee PO Per oe 2,890,211.83 
NOREEN cola nace nie Wye ne ead ceca nuk danse aeadduaaes 58,805.98 
Accrued Interest (None Past Due)......... ih Tima cere ee eae 100,004.03 
Premiums in Course of Collection........... mh ern Mee aa le tin Fe, 319,584.98 

SUP i cvcensccedesensseeneeennys seaneseeenaaar $17,384,520.47 

LIABILITIES AND SURPLUS 

Policy Reserves .......... heads pea hae Wks Was AEA ale 4 $14,770,731.33 
Death Clatese Dew anil Usted... .... 20 occ cccccesccccccensceese None 
Claims Awaiting Completion...................-.: Rukedecasee 42,519.85 
Premiums and Interest Paid in Advance...............-esee005 242,904.97 
Dividends to Credit of Policyholders.................00eeee0+ 304,571.39 
Dividends to Policyholders for 1937.................- nae tence 131,000.00 
Reserve for Taxes Payable in 1937....... PViudanvecseusvavadss 65,481.51 
Miscellaneous Liabilities ....... dds anunrea ait nie qewadwilakes 18,044.64 
CE en 2ki irae ei wesecn eedveenweewenens $ 500,000.00 
Comtingeney Wnt ccc ec cece ccccecccccccesceses 309,266.78 
Sa 5 20a Fie Sewenwssccesnesacesncneuades 1,000,000.00 
Policyholders’ Surplus (Including Contingency Funds).......... $ 1,809,266.78 

Toe Teen wand Geglees «.«. « «5 002.6 0 kb oak dao dedess $17,384,520.47 





Insurance in Force, Assets, Surplus and Income Greatest in 


the Company’s History 





The Quality of the Assets and Their Ratio to Liabilities 
Make This One of the Outstanding Life Insurance 
Companies Upon Any Basis of Comparison 


FRANK L. BARNES 
Agency Vice President 


LIFE—HEALTH—ACCIDENT INSURANCE 


rere $ 4,772,550.00 
364,845.91 
6,626,674.81 


JOSEPH K. BYE 
Secretary 
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Taxation Angle of Lite 
Insurance Is Important 





NEW YORK, March 4.—How to 
keep estate and gift taxes to a minimum 
was described by J. H. Reese, Penn 
Mutual Life agent in Philadelphia, at 
the New York City Life Underwriters 
Association’s third lecture on the tech- 
nique of life insurance selling. Mr. 
Reese stregsed the legitimacy of avoid- 
ing unnecessary taxation as contrasted 
with the danger and futility of evasion. 

He quoted the statement by a federal 
judge that “a transaction does not lose 
its immunity because it is actuated by 
the desire to avoid taxation. Anyone 
can arrange his affairs so that his taxes 
will be as low as possible; there is not 
even a patriotic duty to increase one’s 


taxes.” The government has no com- 
plaint simply because tax saving is the 
object of a transaction, Mr. Reese ob- 
served, pointing out that it is the means 
rather than the end that is important. 

Saying that a study of a large number 
of estates showed that the average de- 
preciation in large estates would be, 
under present conditions, from 20 per- 
cent on a $100,000 estate up to 63 per- 
cent on a $10,000,000 estate, Mr. Reese 
explained how the use of life insurance 
and the gift tax exemption could sub- 
stantially decrease the federal estate tax. 

Taking the top $100,000 in a $1,000,000 
estate, on which the federal tax would 
be $31,130, leaving a net to the heirs of 











Something 
a Pat on 





Southern. 


Non-Participating Protection. 


pects together. 


the very beginning. 


ment. 


Home Office - 





Indeed yes, a whole lot more than the traditonal blessing 
is provided the men and women who serve with the Great 


The good old days are gone, and with them the good old 
prospect, who could be brow-beaten into taking a policy. 
Today that prospect has been replaced by the individual who 
is keenly alive to his needs for protection, and the uses to 
which life insurance can be put in serving those needs. 


The Great Southern has recognized this changed attitude 
and today is the only company domiciled in the great South- 
west equipped with a complete line of both Participating and 


Then there is “The Twin Salesman”, to march shoulder to 
shoulder with every Great Southern Representative. A direct 
mail service which recently received the Award of Merit from 
the Life Advertisers Association, it has conclusively proven 
itself effective in bringing our representatives and their pros- 


Finally, through contracts made directly with the Home 
Office, a definitely personal relationship is maintained from 


For these reasons, and because the Great Southern is re- 
spected as a sound company, sincerely managed in the in- 
terests of its policyholders, to be a Great Southemer is at once 
a mark of distinction and a challenge to unlimited achieve- 





Great Southern 
Life Insurance Co. 


E. P. Greenwood, President 


More Than 
the Back 


Houston, Texas 




















$68,870 on that particular $100,000 frac- 
tion, Mr. Reese suggested making a gift 
of $71,338, on which the gift tax would 
be $735. 

This $71,338 was used to buy a single- 
premium 15-year endowment policy for 
$100,000. In this case, a father, 59 years 
old, who was uninsurable, bought the 
policy for his daughter, aged 35. The 
15-year plan was chosen because it cor- 
responded roughly with his life expec- 
tancy. In addition to the $100,000 guar- 
anteed by the policy, dividends would 
amount to $17,395 more, on the present 
dividend basis. In this way the daughter 
would receive $117,395 or $48,525 more 
than the $68,870 that she would have 
received if the transfer had been made 
by will. 

Another case dealt with a grand- 
father’s plan for his grandchildren. He 
was 71 years old, with an expectancy of 
8 years. He had 18 grandchildren, 
whose average age was 10. The top of 
his estate was in the 30 percent bracket. 
He bought limited payment endowments 
to provide estates for his grandchildren 
when they should reach maturity. For 
example, the policy for a child aged 10 
was a 5-payment 20 year endowment, 
with an annual premium of $4,824, which 
put it within the annual gift tax exemp- 
tion. The face insurance value was $33,- 
500, which is within the child’s insurance 
exemption. This would grow to approx- 
imately $42,000 with dividend accumu- 
lations. The total deposits in five years 
would be $434,000. 


Saved About $30,000 
Over Usual Procedure 


If transferred by will, this fund would 
be about $30,000 less, or $304,000. Un- 
der the plan described by Mr. Reese, 
the aggregate value of inheritances 
when received would be more than 
$750,000, on the maturity of the endow- 
ments. 

Mr. Reese pointed out that while 
there is a federal income tax on the ap- 
preciation in value of an endowment 
when it is received by the beneficiary, 
the tax does not apply if an option is 
specified so that the beneficiary cannot 
receive the face amount of the endow- 
ment. 


Undistrbuted Profits 
Tax Cut by Insurance 


Mr. Reese described the use of life 
insurance as a means of reducing the 
undistributed profits tax which a cor- 
poration would have to pay otherwise. 
He took the case of a corporation with 
a profit of $50,000 of which it would 
normally allocate $20,000 for distribution 
and $30,000 to surplus. Under the plan 
proposed by Mr. Reese, it would pay 
out $35,000 in dividends, thereby de- 
creasing the tax it would have to pay 
on undistributed profits and add only 
$15,000 to free surplus. 

Instead of the extra $15,000 that 
would have been added to free surplus 
under thé normal procedure, business 
insurance amounting to $100,000 would 
be purchased, on which the premium in 
this particular case would be $3,094. 
Thus, instead of an undistributed sur- 
‘plus tax of $3,582, the firm would have 
to pay only $752 in undistributed profits 
taxation. 

Mr. Reese pointed out that the tax 
laws make possible to the average well- 
to-do man four channels for transferring 
property without payment of tax: $40,- 
000 estate exemption; $40,000 life insur- 
ance exemption; $40,000 gift tax exemp- 
tion; and the $5,000 annual gift tax 
exemption. In addition, these same ex- 
emptions apply to the man’s wife, so 
“a there are really eight channels in 
all. 


J. Ross Gray Promoted 


A new appointment to the executive 
staff has been made by the Canada Life 
in the promotion of J. Ross Gray to as- 
sistant actuary. He joined the com- 
pany in 1924 and since then has had a 
broad experience in actuarial work in- 
cluding underwriting and reassurance. 
In 1922 he completed the fellowship ex- 
aminations of the Actuarial Society. 








Many Executives Attend | 
J. B. Reynolds Obsequies 


More than 1,200 friends of J. B. Rey. 
nolds, late president of the Kansas City 














Life, occupied the Calvary Baptis, B ee 
Church in Kansas City to pay tribute t) — Ce 
a man whose leadership in the city and 
in the middle west attracted no more 
recognition than his personal qualities B 
attracted friendship and esteem. S Gs 
Insurance executives were there ty B the 
pay their respects to a man who had B conn 
so signally discharged the responsibil. Bion 
ties of leadership in life insurance, Most 
Tribute from the Church | pend 
Mr. Reynolds was a man who placed B ™*"* 
confidence in others as well as inspired B ‘O™? 
it in them, Dr. C. V. Day, pastor of the B the 
Calvary church, told the funeral assem. B maki 
blage. He was a builder. His ambi. B ‘°V"! 
tions and foresight included those asso. F A 
ciated with him as well as himself. He ra 
possessed a gift for personal friendships F ‘A 
of an enduring sort, as well as for bus-B = : 
ness leadership. y bin P 
Dr. Day brought out Mr. Reynolds F~ Com 
fundamentalist attitude toward religion — brief | 
his interest in the study of the Bibe— 2” 
and Biblical characters. Not only wap “8° 
his life useful and his career a full one, 7 jd 
but his labors would not end with his HK 
life, Dr. Day concluded. i Life 


To Mr. Reynolds’ sentiment for Wil 
liam Jewell College at Liberty, Mo, a 
Baptist school to which he contributed 
liberally, Dr. J. F. Harget, president, 
paid tribute. Mr. Reynolds was vice fF 
president of the William Jewell trus- F 
tees. Students from the college were} 
the active pallbearers. The body was} 
cremated, : 


Many Company Executives Present 







Among the insurance men in attend ‘ 
ance at the funeral of Mr. Reynolds were |” 
the following: a 

T. A, ‘Phillips, 
Life Convention and president Minne: |” 
sota Mutual; G. S. Nollen, president} 
Bankers Life of Iowa; H. R. Wilson) ™ 
vice-president American United; W. T.f- 
Grant, president Business Men’s Assur 
ance; C, B. Robbins, manager American 






president American} ~ 









instanc 






































Life Convention; R. H. Kastner, asso from ¢ 
ciate counsel American Life Convention might 
Mildred Hammond, assistant secretary literate 
American Life Convention; Lee N many 
Parker, president American Service Bu as dea 
reau; B. M. Woodsmall, vice-presiden and it 
American Service Bureau; M. Phillip have a 
Kansas City manager American Servic sumpti 
Bureau; Dr . W. Cook, vice agents 
dent Northwestern National Life; Dani to be 
Boone, president Midland Life of Kar agents 
sas City; Henry Abels, vice-presidet employ 
Franklin Life; George Graham, vit panies 
president Manhattan Life; Claris Adam f | Contrac 
president Ohio State Life; Howat will be 
Oden, vice-president North America the fo 
Reassurance; Walter E. Webb, vic deducti 
president Hercules Life; George If th 
Bulkeley, vice-president Connecti} | are hel 
General; R. E. O’Malley, commissiont commis 
of insurance, Missouri; Dave Meacham compar 

they to 

since tl 

contrac 









Central States Life, St. Louis; Waltt 
Bales, vice-president Midland Life ¢ 
Kansas City; J. H. Torrance, vice-prest 
dent Business Men’s Assurance; J 
McPherson, treasurer Business Met! 
Assurance; Oliver Thornton, vice-pres 





Losi 




























dent Midland Life of Kansas City; The 
W. Head, president General Ameri) Standar 
Life; J. C. Higdon, vice-president Bu) 9% and the 
ness Men’s Assurance; A. I. Beahi@ ton, m: 
counsel Business Men’s Assurance; S./7%@ during 
Gilmore, general counsel Business M agency, 
Assurance; Assistant Secretary Se)9% though 
Business Men’s Assurance, Kansas 9% duction 
L. D, Ramsey, secretary Business Met combing 
Assurance, and W. R. Jones, presid# 9% cies pr 
National Tidelity Life. argest 
te These 
Vice-president J. C. Hatfield of 9% spite o; 
Union Central was bereaved by ! ron Fer 
death of his wife at Hot Springs, r Loser t 
during a business trip on which she} Otel at 
accompanied him. Death was call Dany co 








by a heart attack. 
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Agents’ Status Under U. S. 
Pension Act Still in Doubt 


TENDENCY FAVORS INCLUSION 





Northwestern Mutual Life Producers’ 
Contracts May Have Decisive Bear- 
ing on Final Ruling 





Last week end was the deadline for 
the filing of reports by employers in 
connection with the federal old age pen- 
sion plan covering January payrolls. 
Most of the life companies have ap- 
pended to their returns a brief state- 
ment that the reports did not cover 
compensation paid to agents. Some of 
the industrial companies have been 
making deductions and their reports 


| covered compensation to agents. 


A conference was held:in Washington 


| last week, primarily to discuss the status 
- of Northwestern Mutual Life agents. 
_ Attorney W. E. Jones of that company 


_ made the presentation. 


Col. C. B. Rob- 
bins, manager of the American Life 


4 Convention, was on hand and made a 
' brief statement, pointing out that the 


agency contracts of one or two other 


- companies were almost identical with 


| those of Northwestern Mutual. 
_ H. Kastner, associate counsel American 
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Ralph 


Life Convention, was also on hand. 

The social security authorities were 
unwilling to state just when a decision 
on the status of agents generally might 
be expected. 


Still No General Ruling 


The authorities have declined so far 
to make any general ruling on the Status 
of agents. The life companies have been 
more interested lately in the question 
than have fire and casualty people. The 
social security board has been taking up 
the agency contracts of individual life 
companies and making specific decisions. 

The life companies and as a matter 
of fact some of the accident and health 
companies have outstanding, old agency 
contracts that undertook in various ways 
to exercise control over the agent. For 
instance, the agent might be prohibited 
from engaging in any other business, he 
might be restricted in the type of sales 
literature he could use, etc. Although 
many of these provisions are regarded 
as dead letters, yet they stand in print 
and it may be that the companies will 
have a difficult job overcoming the pre- 
sumption that under these contracts 
agents are under close enough control 
to be regarded as employes. If the 
agents of some companies are held to be 
employes, while those of other com- 
panies are to be regarded as independent 
contractors, then a competitive situation 
will be introduced because companies in 
the former group will have to make 


_ deductions from commission checks. 


If the Northwestern Mutual’s agents 


» are held to be employes the outlook for 
) commission-compensated agents of other 


companies would be very strongly that 
they too would be held to be employes. 
since the Northwestern Mutual’s agency 
contract is probably more free of any- 






























Losing General Agents 
to be Taken on “Ride” 








The Dallas agency of the Jefferson 
Standard Life, R. M. White, manager, 
and the Fort Worth agency, Jack Fen- 
ton, manager, combined in a contest 
during February with the San Antonio 
agency, O. P. Schnabel, manager. AI- 
though the latter office won with pro- 
duction of $750,000 for the month; the 
combined Dallas and Fort Worth agen- 
clea Produced $700,000, which is the 
argest February in their history. 
spite; *Bencies are “celebrating” in 
a their defeat. Messrs. White 
_ a“ will be required to ride a 
joing through the lobby of the Plaza 
Dany at San Antonio during the com- 

ny convention there in April. 














Joseph Futz Insurance 


School to Be Launched 


EIGHTY-FOUR, PA., March 
4.—Our enterprising, up and com- 
ing local agent, Joseph Futz, re- 
ceived a personal call last Sun- 
day from Agent D. J. Walter, 
head of the L. H. Walter Agency 
at Carnegie, Pa. Mr. Walter hon- 
ored Agent Futz by bringing his 
family in his car. He spent three 
hours with Mr. Futz, making a 
thorough inspection of the new 
Futz office building and its insur- 
ance equipment. Mr. Walter was so 
much impressed with Mr. Futz’ 
comprehensive and penetrating 
knowledge of insurance in all its 
branches that he suggested to him 
that he should establish some 
kind of a training school for in- 
surance solicitors. Later on he 
might open a school for officials. 
Mr. Futz now plans to establish 
in ‘our community the Joseph 
Futz Insurance & Underwriting 
School. He will be president and 
chief of the faculty. His two 
partners will be instructors and he 
will arrange to have guest lec- 
turers. He intends to have this 
school operated so that the en- 
tire work will be done Sunday 
afternoon, starting at 2:30 o’clock. 
This will bring to Eighty-Four a 
number of insurance men from 
western Pennsylvania and will 
put Eighty-Four again on, the 
map in thoroughgoing shape. 











thing that could be construed as exercis- 
ing control than any other company’s. 

The tendency of the Social Security 
Board and the Internal Revenue Bureau 
is very strongly to include all possible 
classes as employes and not to permit 
any exclusion. Recent efforts to get 
farm labor and domestic servants in- 
cluded in the act under an amendment 
indicate that the administration is work- 
ing strongly to make the social security 
act even more all-inclusive than it is 
now. 


Tax Power Brings Fetters, 
Parkinson Tells Students 


BUFFALO, March 4.—Thomas I. 
Parkinson, president of the Equitable 
Life of New York, Tuesday addressed 
members of the school of business ad- 
er of the University of Buf- 
alo. 

Speaking in a series of lectures given 
by business leaders, Mr. Parkinson 
based his address on “Regulatory Taxa- 
tion,” before an audience of more than 
250. He outlined the steps by which 
the federal government has made use 
of its taxing power for regulation of 
business. The movement which got 
under. way in 1910 has developed into 
an important source of power for the 
federal government, he said, although 
many of these measures have been de- 
clared unconstitutional as an unauthor- 
ized use of taxing power. 

Such bills as the Guffey coal act and 
unemployment insurance are examples 
of the use of the taxing authority to 
regulate business, Mr. Parkinson de- 
clared. Following his address, Mr. 
Parkinson conducted a round table 
before a special group of students on 
question raised in his address and other 
pertinent subjects brought up by the 
group. Mr. Parkinson recently was 
named an associate faculty member of 
the business school. 

In the evening he was guest at a small 
dinner given by employes of the Buffalo 
office of Equitable. Toastmaster was 
Clarence B. Metzger, Buffalo district 
manager. He was introduced by John 
L. O’Brian, a director of the Equitable. 
Mr. Parkinson complimented members 
of the Buffalo organization on their 
record during the year. Frank A. Kepp- 
ner, Jr., was chairman of the dinner. 




















Here’s Your Future! 





B. M. A. Salesmen 
Can Travel All Three 


Why must any man travel only one road? 


Surely there is more than one road to suc- 
cess. . 


No insurance man will admit that "Just Life 
Insurance" offers Complete Protection. 
They all agree, "There are three major 
causes of income loss—accident, sickness 
or death." 


No wonder B.M.A. salesmen are establish- 
ing consecutive gains in SALES. They are 
"Traveling all three roads."" They are sell- 
ing all three forms of protection. Yes, they 
are finding business GOOD because they 
are selling a Complete Insurance service 
which includes Life, Accident and Health 
Protection. 


BUSINESS MEN’S 
ASSURANCE CO. 


Kansas City, Missouri 


W. T. GRANT, President 
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Other Lines Grab 
Quality Recruits 


(CONTINUED FROM PAGE 1) 


This more careful selection of its re- 
cruits by other businesses is likely to 
have still another effect on future de- 
velopment of life insurance agencies. 
In the past the life insurance has drawn 
many of its recruits from men between 
the ages of 30 and 45 who have become 
dissatisfied in what they considered to 
be blind-alley jobs. This situation has 
been due in large part to the failure of 
the previowts employers of these men to 
build their better grade personal _sys- 
tematically. Consequently there was 
often a shortage of good men in one 
department and a surplus in another. 

Along with the greater awareness of 
the wisdom of selecting the best quali- 
fied men at the start, big business is 
also realizing the need of keeping its 
better men satisfied, giving them a 
chance to get ahead and not feeling 
that they are stymied. As a result of 
this, the life insurance may logically 
expect fewer and fewer able but dissat- 
isfied superior men to come into its 
ranks from other lines of business. 

The problem of getting good recruits 
from other lines of business where men 








have become dissatisfied with the oppor- 
tunities open is going to be somewhat 
increased by the inter-company part- 
time agent agreement. This prevents 
general agents and managers of signa- 
tory companies from trying out likely 
candidates on a part-time basis while 
they still hold their old jobs until they 
have proven their qualifications for sell- 
ing and progressed far enough in their 
apprenticeship to be able to go into the 
business with a flying start. ; 
Agency heads and supervisors di- 
rectly charged with recruiting are find- 
ing it an extremely uphill job to sell 
good men the idea of going into the 
business when it means cutting loose 
from a job which is not only steady but 
usually has prospects of improving as 
prosperity returns. While there are 
some good men left without jobs, the 
financing problem is even more acute 
with them. In addition, they are likely 
to be so anxious to get any job at all, 
if there is financing connected with it, 
that they will oversell themselves and 
the general agent on their enthusiasm 
for becoming life insurance agents. 
Some recruiters, familiar with the 
high mortality of new agents, have gen- 
uine pangs of conscience ahout getting 
a man to quit a steady job and go into 
what may prove the extremely risky 
venture of selling life insurance. Not 
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THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


Home Office—Boston, Massachusetts 


HOME OF THE MINUTE MAN 



















only is there a high chance that with 
present inexact selection methods the 
new man will prove himself totally un- 
qualified as a life insurance salesman, 
but the odds are that even if he is as 
successful as the average well qualified 
agent he will produce a volume of busi- 
ness which, though creditable, will re- 
quire, in his first year at least, some 
outside financial assistance. 

While there are outstanding examples 
of men who have made a whirlwind 
success in their first year in the busi- 
ness, the general experience is that as 
in any other business or profession in 
which the individual is virtually an in- 
dependent entrepreneur, the first year’s 
earnings are extremely small. Many life 
insurance men, like many businesses, 
have had to cut their careers short 
through lack of capital even when they 
have had everything else necessary for 
eventual success. 

Quite a few of those charged with 
recruiting fervently wish that some sort 
of salary basis could be evolved which 
would be generally applicable and yet 
not cost an agency or company too 
much money. At the same time, the 
present stage of development and the 
selection and training processes must 
advance to a point where the companies 
can afford to bet more heavily on their 
own selections. 


Option Menace 
Hit by Lawyer 


(CONTINUED FROM PAGE 1) 


the agents of companies which are more 
careful and conscientious.” 

The author is particularly critical of 
agreements providing for a vast array of 
contingencies and beneficiaries out of all 
reason: 

“The examples which have been cited, 
of inadequate and improvident settle- 
ment agreements, present only a part of 
the picture. Anxious to comply with the 
wishes of the policyholder and the agent, 
the one governed by concern for his 
family, the other by the zeal of the 
salesman, neither of them restrained by 
any knowledge of the law, the companies 
put into the agreements involved, enig- 
matic and inconsistent provisions, defer 
payments for wholly unnecessary and 
unreasonable periods, provide for a 
seemingly endless series of contingencies 
and nominate as possible beneficiaries all 
the persons of whom the policyholder 
can think. 





Invite Litigation 


“It is not necessary to point out that 
agreements so drawn invite controversy 
and litigation. Disappointed beneficiaries 
as well as creditors, can cause endless 
difficulties. Those who were the policy- 
holder’s chief concern do not know 
where they stand. They are faced by 
the very anxiety and_ responsibilities 
against which he had so earnestly and 
confidently planned to protect them.” 


Answers to Policyholders 
_ Tax Questions Are Outlined 


(CONTINUED FROM PAGE 2) 


capable of gift, and if assignment was 
not made in contemplation of death, 
but a gift made between living persons, 
the insured having divested himself of 
all interests which he had in the policy 
(contract rights), and the property hav- 
ing vested immediately upon the date 
of the gift, the life insurance proceeds 
are not taxable to the insured’s estate 
at death. The measure of the gift to the 
donee is the net cash surrender value, 
if any, at date of assignment, plus the 
prepaid insurance adjusted to the date 
of assignment. Also each subsequent 
premium payment, if made by the in- 
sured, is a gift in the amount thereof. 
A good thing about giving away life 
insurance is that its computed value is 
very low. Doubling of the federal estate 
tax in the lower brackets has made life 
insurance so popular for this purpose. 
One good way for a rich man to give 








away property is single premium endow- 
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Boom Started 
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JOHN W. YATES 







Well in advance of the annual me 
ing of the National Association of Lif 











































Underwriters, the Los Angeles associ: B Pres. 
tion has started a movement in behalf Penn - 
of the election of John W. Yates asi ‘ interes’ 
national trustee. The directors of thp ) his vat 
Los Angeles association recently adoptei f= roman 
a resolution urging the election of M.f ) Was be 
Yates. A “Yates for trustee” commi-f | Day. 
tee has been organized, with John Nev.) ) Day 
ton Russell, Pacific Mutual, as chairman) PPrec! 
The other members are Kellogg Vaj_ hearts, 
Winkle, Equitable of New York, and |.) ) forwar: 
H. Cowles, Provident Mutual. Pe tines h 
Mr. Yates is general agent for the} supplie 
Massachusetts Mutual in Los Angels 9 —. 
He served as secretary and trustee o}7 es “lin 
the National association in 1932-33 ani) pe in 
was chairman of the program committe} : Taare 
for the Pittsburgh convention in 1932. DF scene a 
eee tines 
ment insurance. The donor can, undef — 
the endowment, withhold the gift for 177 Ps - 
15 or 20 years, and avoid the risk of} par sg 
tax and of dissipation by a child of pra 
beneficiary. B was fill 
Northwestern Mutual Life § 
Is Now 80 Years of Age} ales 
(CONTINUED FROM PAGE 1) ‘ 
P. Behling, now treasurer, starting)” (Cc 
Aug 17, 1882; James H. Geraghty, Oct ask the: 
28, 1883; Dr. J. W. Fisher, now medi) @ your 4j 
director emeritus, Dec. 15, 1885, atip 7 shrinka 
William J. Farnham, April 18, 1886. | © trative 
No formal celebration marked the 80th} 7 selizies 
anniversary. The General Agents Asst with to 
ciation arranged to hold its annual coy 7 ‘What . 
ference at the home office March 1) @ 4.0, cit 
with a dinner on the night of the amt)” the wif 
versary date. The field force conductett the wit 
special anniversary drive with result)” : San 
formally presented to President Cleat) aeerves 
eee  questior 
TOS 
Ask Increase for Pa. Departmet!| — 
The budget message of Governt) Mr. } 
Earle of Pennsylvania recommended ‘9% be gain 
$75,000 increase in the insurance depa' 7% options: 
ment’s appropriation for this bienntu™ > 
This increase, according to the gove"| a 
nor, will establish a security valuati) “oy 
division and provide other necess! “9 Your ¢]; 
strengthening factors. . [me 2 real s 
The governor suggested an appropt!* 7 surance 
tion of $25,000 to the department to P47 feels a}, 
the cost of liquidating companies ta'79§ of the p 
over by the department which have ™ under h; 
assets. “2. 
es the life 
Becomes Claim in Week “ee 
The Protective Life of Birminghit i «,"', 
‘issued a $5,000 policy on Dec. 31 on th ment op 
life of G. E. Parrish of Clanton, AbMGM icies are 
He paid the $76.90 premium on Dec. olicies 
died on Dec. 31 and his wife received MM on the 






$5,000 check on Jan. 7. 











March 5, 1937 





LIFE INSURANCE EDITION 


11 




















“Valentine” President 
Gets Heart Applications 













































WILLIAM H. KINGSLEY 
President W. H. Kingsley of the 








' interest and many strains woven into 
‘ his varied fabric. There is a touch of 
‘romance as to the day on which he 
"> was born, Feb. 14, which is Valentine’s 
') Day. He makes much of his Valentine’s 






New » Day nativity. The agents showed their 
‘man. ) appreciation by pledges printed om red 
Van é hearts, indicative of the applications 
nd). forwarded. By Monday all the valen- 
) » tines had been mounted on boards and 
- thepos Supplied with easels. They were taken 
geles ") to the president’s office where its four 


ce off» Walls were not sufficient for the easels 
= : : : fai fe 
; and pe standing in a single row. Bishop 
nittee & Stewart Anderson, of the publicity and 
32, | | advertising department, characterizes the 
’ % scene as a “gorgeous sight.” The valen- 
tines were placed in his office while 
_» President Kingsley was elsewhere and 





— Fe 


under ® . ; : 
of 10, 2 due season Vice-president A. E. \Pat- 
i" HW terson captured the Valentine president, 


“took him to his office and made a char- 








M OR acteristic valentine-birthday talk which 
> was filled with romance and rhapsody. 
7 
Sales Ideas at St. Louis 


Congress Are Profitable 


(CONTINUED FROM PAGE 3) 





ad "7 ask these questions. Have you arranged 
a 7 your life insurance so as to eliminate 
) shrinkage from probate and adminis- 


4 trative costs? Are you sure that your 
) policies are payable to those whom you 
wish to protect? The usual response is, 
What do you mean?’” Mr. Rosenthal 
then cites complications involved when 
the wife as first beneficiary is killed in 
the same accident as the assured but 
Survives him by a few minutes Such 
questions arouse interest and get the 
hepa talking about his life insur- 
ce, 

Mr. Rosenthal outlined advantages to 


be gained by agents in using settlement 
Options: : 





con 





Quality Prospecting Needed 


y 1. Makes for satisfied policyholders. 
our client feels that you have rendered 
a real service to him in making his in- 
—s tailor-made for his situation. He 
“9 also that you have given him all 
of the privileges to which he is entitled 
under his policies. 
Ply ae builds prestige and enables 
‘lt€ insurance salesman to get testi- 
Monial letters and make of his policy- 





shal olders centers of influence. 
nthe mile By selling on an income, settle- 
Al ..t Option basis, the average size pol- 





Icies ar 
Policie 
on the 





€ from 50 to 100 per cent larger. 
S payable on an option basis stay 
books longer. These two facts 












mean larger first year commissions and 
longer renewals.” 

Prospecting was discussed by Mr. 
Becker. Three years ago he realized 
that, although he was making about 75 
sales a year, his earnings were not suf- 
ficient. He decided he could not in- 
crease the number of sales much, so to 
earn more money he had to raise the 
average size of the policies sold. This 
meant quality prospecting through a 
definite system. He developed a referred 
prospecting plan, asking each applicant 
for four names of friends, 

From his list of policyholders Mr. 
Becker selected his “quality” policyhold- 
ers, those who held positions of impor- 
tance and had prestige. These policy- 
holders were developed into active cen- 
ters of influence. To gain their confi- 
dence and enthusiasm he carefully pro- 
grammed their insurance so they were 
interested in telling their friends of the 
results. 


Must Develop Friends 


Mr. Becker found it more necessary to 
sell his friends and relatives on the fact 
that he is a good life insurance man 
than it is with strangers. He follows 
the same procedure with them as he 
does with his policyholders to establish 
them as centers of influence. 

Prospects are also secured from those 
who do not buy. “When I have tried 
to make a sale and I am convinced that 
the man is sincere, and that he just 
does not have the money to add to his 
insurance program, instead of leaving 
him and not gaining anything at all out 
of the interview, f now make a real 
effort to secure some prospects from 
him,” said Mr. Becker. 

Mr. Wurtenbacher gave a sales dem- 
onstration. 

“Client Building” was discussed by 
Mr. Coolidge. He predicted that in the 
future the substantial producers in life 
insurance will be men who know the 
business and utilize this knowledge to 
render real service to prospects. 


Want Guardianship Changed 


Texas Life Underwriters Association 
Seeks to Get the Scope of the 
Law Enlarged 





The present guardianship law in 
Texas does not permit the investment 
in a life insurance contract for an an- 
nuity by a guardian for his ward. Nei- 
ther does the present law permit spend- 
ing or investing any money to continue 
a life policy already in force on the life 
of a ward. The Texas Association of 
Life Underwriters is seeking changes 
in this statute. Senator Shivers of Port 
Arthur sponsored the bill in the senate 
and the insurance committee has ap- 
proved it. Representative Thornton of 
Galveston is back of the bill in the 
house. The life men of the state are 
much interested in the proposal. At 
the recent state meeting, resolutions 
were passed in favor of liberalizing the 
law. 


Honor H. D. Cooley 


H. D. Cooley, who became general 
agent of the New England Mutual Life 
in Portland, Me., was given a farewell 
banquet and testimonial Saturday night 
at Boston by officers of the company 
and his former associates in the Moore 
& Summers home office general agency, 
there. R. W. Moore, Jr., presided at 
the dinner which was attended by some 
60 fellow agents and President G. W. 
Smith, Vice-president G. H. Hunt and 
Medical Examiner Frost. Mr. Cooley’s 
associates presented him a ship’s clock. 
There was also presented a plaque, con- 
taining the names of every member of 
the Moore & Summers agency, each one 
of whom without exception had partici- 
pated in a special drive for new business 
in the name of Mr. Cooley during the 
past month, and which resulted in a re- 
markably large amount of new business 
being written. 














LEGISLATIVE 
e DIGEST e 


New York—Senator Crawford has in- 
troduced a bill prohibiting an insurer 
from paying a salary of more than $5,000 
except upon authority of the directors. 
No pension may exceed $2,400 and any 
retirement plan adopted must be ap- 
proved by the department. 

Ohio—The senate insurance commit- 
tee has recommended for passage a bill 
embodying procedure for the rehabilita- 
tion of delinquent insurance companies, 
including fraternals. 

Missouri—Two bills are being spon- 
sored by the Missouri Association of 
Life Underwriters: One for licensing 
and qualifying life insurance agents; the 
other revises the present law relating to 
the exemption of insurance on the life of 
a bankrupt. 

Oregon—Bill defeated providing 2% 
percent tax on’ annuity premiums. 

California — The reconvening legis- 
lature will consider the following bills: 
A bill seeking to remove the interest 
charge on all policy loans; elimination 
of non-medical business; elimination of 








$50,000 exemption upon life and acci- 
dent proceeds. 

Arkansas—Bill by Senator Fagan to 
regulate type and form of policies issued 
by companies of other states or coun- 
tries, prohibiting selling in Arkansas a 
policy not permissible in the home state 
or county or in Arkansas, is signed by 
governor. 

Colorado—An anti-twisting bill mod- 
eled after the New York law has been 
printed and is accorded a good chance 
of passage. The bill which would pre- 
vent the attachment of disability pay- 
ments has passed the house. 

New Jersey—Assembly has passed a 
bill prohibiting any one except a lawyer 
from preparing a deed, lease or other 
legal paper. 


F. L. Rowland, New York City, ex- 
ecutive secretary of the Life Office Man- 
agement Association, has been elected 
vice-chairman of the National Manage- 
ment Council, an organization of vari- 
ous management associations. The 
council is the coordinating agency for 
the international management congress 
which will, for the first time, hold its 
triennial meeting in the United States 
in the fall of 1938. It is expected that 
500 representatives of 20 foreign coun- 
tries interested in the management 
movement will attend this conference. 
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we operate. 


ADMITTED ASSETS 
Increase: $ 815,686.09 


INSURANCE IN FORCE 
Increase:  $2,520,789.00 


GROSS INCOME 
Increase: $ 125,640.56 


during the year. 


Liabilities. 


exceed $17,500,000. 





© Diversification of Assets: 


25% in Cash and Bonds, the latter having a market value of $151,- 
034.25 in excess of the book value. 


e Extra Margin of Safety: 


With Assets of $19,482,551.75 compared with Policy Reserves of $17,- 
059,169.99 and Other Liabilities of $347,876.66, there remains as an 
extra margin for protection to policyholders: $2,075,505.10. 


The Company has $1.12 of Assets for each $1.00 of Reserves and 


me LIFE « ACCIDENT - HEALTH 


e Significant Facts from our December 31,1936 Financial Statement, 
as reported to the Insurance Departments of the States in which 


1936 1935 
$19,482,551.75 $18,666,865.66 
$75,183,998.00 $72,663,209.00 


$ 3,412,240.10 $ 3,286,599.54 


36% in improved City and Farm Mortgages on which the actual cash 
collection of mortgage interest during 1936 was 4.64%. 


2% in Collateral Loans secured by first mortgages. 


14% in Loans to Policyholders secured by their policies. The num- 
ber of requests for policy loans was 18% less than in 1935. 


20% in Contracts for Deed and Unencumbered Real Estate. All are 
improved properties and earned in rentals or interest over 6% gross 


© Life, Accident and Health Sales: 


New paid Life Insurance increased 30%; new Accident and Health 
Insurance increased 60% over 1935. 


Payments to Life, Accident and Health Policyholders and Benefic- 
jaries in 1936 totaled $1,552,463.92. 


Payments since organization 
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Epirorr1at Comment 








Keener Competition 


THE IMPROVEMENT in the selection and 
training of men that is gradually going 
on in business generally is one that 
cannot be overlooked complacently by 
life companies. More and more are busi- 
ness and industry seeing the wisdom of 
going to the prominent colleges and uni- 
versities*and selecting “the cream of the 
crop” before other less alert employers 
have put in their bids. The careful sift- 
ing of each graduating class by person- 
nel experts who know the value to an 
organization of getting the right man 
for the right job leaves that much less 
for other business institutions—includ- 
ing life insurance—to pick from. 

With this more intelligent selective 


process on the part of big business there 
is a growing appreciation of the neces- 
sity of keeping good men satisfied with 
their jobs and giving them advancement 
while they are still young enough to be 
motivated by it. It seems only logical 
that this will result in fewer able but 
dissatisfied men of the higher type leav- 
ing other business organizations and 
joining life agencies as they have in the 
past. Some means should be found by 
which the life insurance business can 
get into its ranks high grade men of 
sales and executive caliber who will take 
the place of the older men now in the 
business when the latter are removed 
by death or retirement. 


Place of Direct Mail 


EXPERIENCE of the PENN MutTvaAt LIFE, 
with business resulting from direct mail 
showing a 50 percent increase during 
the years when the number of mailings 
was cut by one-half, is indicative of 
what can be done with this medium of 
adding to one’s prospect list in a sys- 
tematic way, and with definite increase 
in production. The average agent’s 
great trouble is that for each case that 
he writes, a number of new prospects 
must be put in at the receiving end of 
the machinery to result eventually in 
another sale and enable him to keep up 
a continuous closing process. 
According to the PENN MuTUAL’s ex- 
perience, direct mail is not a substitute 


for personal calls and is not even the 
best procedure where a personal intro- 
duction is possible, but it does fill the 
need for a system of taking a large 
mass of “suspects” and finding out with 
the least possible lost motion which are 
real prospects and which are not worth 
bothering with. 

Lack of people to see is not the 
agent’s problem. His real job is one of 
selection, sifting out from the millions 
who might buy the relatively few who 
can buy and whom he can best deal 
with. The careful and systematic use 
of direct mail is a necessary part of 
getting all the business that an agent’s 
abilities entitle him to. 


Statements Misconstrued 


SomE life agents have misconstrued 
statements about the loss of benefits to 
those who continue working after age 
65 to mean that the death benefit to the 
estate is also decreased. While it is ob- 
vious that any man continues to work 
after age 65 is not adding to the amount 


of his final retirement monthly check 
and besides is reducing the amount he 
himself would receive under the act, 
there is no reduction in the death benefit 
due the estate in these circumstances ex- 
cept as the pension is actually paid out 
to the wage earner himself. 


Importance of Follow-Up Training 


Many life companies have prepared their 
own training courses for new agents. Rec- 
ords indicate that less than 20 percent of 
the new agents ever complete such a 
course. J. C. Huicpon, vice-president in 
charge of sales for the Business MEN’s 
ASSURANCE, has something to say on this 
point which agrees with the argument long 
held by educators but apparently often 
overlooked by home office and agency 
heads. Says Mr. Hicpon: 

“Whether the general agent or man- 
ager uses a company course or a train- 
ing course prepared by outsiders, that 
course is only a starter. It is supple- 


mented by cutside reading chosen by 
the manager and particularly by lectures 
and conferences by the manager or 
supervisor. 

“In other words, the actual books or 
booklets in the initial training course 
give the agent something to read and 
give the manager something upon which 
to hang his training for the first 30, 60 
or 90 days. But at best, it is only a 
chassis and every good manager uses 
his own ingenuity in building the body 
and providing accessories for the initial 
training period. 

“In my opinion, what the agent reads 


and studies and the training he gets 
after he has finished the average train- 
ing course is of paramount importance. 
In the first place, comparatively few 
agents really master the first training 
course. In the second place, many of 
them leave the business within three or 
six months. But those who are in the 
agency after six months constitute our 
potential producers, and yet it is often 


assumed that they have finished thei 


‘training period’ and are pretty much py) 
on their own.” 


Mr. Hicpon, we believe, has here pointy) 


to one of the important phases of sy, 
cessful.agency management—the propy 
feeding, so to speak, of the agent aft, 


he has outgrown the bottle and is readj 
for beef steak but still needs specig 


nourishment. 











PERSONAL SIDE OF BUSINESS _ 





At the annual meeting of the Newark 
Y. M. C. A., Dr. W. R. Ward, medical 
director Mutual Benefit Life, was re- 
elected vice-president. He has_ been 
active in the organization for many 
years. 


C. S. Dow, 36, past president of the 
Washington C. L. U. chapter and an 
agent of the Pacific Mutual Life, died 
at his home in Washington, D. C., fol- 
lowing an illness of several months. 


John A. Sullivan, vice-president of the 
Great Northern Life in charge of the 
life agency department, in March is 
celebrating 25 years of service with the 
company. He started March 1, 1912, 
in the old executive office at Wausau, 
Wis., as assistant secretary. Later he 
became vice-president. He is respected 
in every sense of the word. 

One of his early acts on entering the 
company’s service was to close the of- 
fice at 1 o’clock on Saturdays, which 
created a furore among the other of- 
fices in Wausau because it was setting 
an embarassing example. But before 
long they, too, were closing at 1 o’clock 
on Saturdays. 


William Klocksin, 83, father of Clar- 
ence Klocksin, legislative counsel of the 
Northwestern Mutual Life, died at his 
home in Milwaukee. 


George W. James, 58, chief clerk in 
the policy loan division Northwestern 
Mutual Life, died at his home in Mil- 
waukee. His widow survives. 


Bert E. Williams of the Southern Cali- 
fornia agency in Los Angeles of the 
Northwestern National Life under H. 
D. Leslie, general agent, has produced 
n “app-a-week” for 476 weeks. He went 
to southern California about six months 
ago from Omaha, where he represented 
the Northwestern National for many 
years. His annual volume of paid busi- 
ness has exceeded $250,000 for several 
years. 


E. J. Phelps, who retired March 1 
after 20 years as Mutual Benefit Life 
general agent in Omaha, will first take 
a rest, then probably travel extensively 
in the south and southeast. 


H. D. Leslie, general agent for south- 
ern California at Los Angeles of the 
Northwestern National Life, has been 
elected president of the Big Ten Uni- 
versity Club of Southern California. Mr. 
Leslie was also elected Highcockalorum 
of the Los Angeles Breakfast Club. 


A. B. Wood, president and managing 
director of the Sun Life of Canada, was 
guest of honor at a banquet in Toronto. 
He spoke in appreciation of the work of 





J. 7A. Tory" ‘supervisor western Oita . 


division, and of his organization. Pre. 
ent were: 


Mar 


W. S. Penny, director of V 


agencies; J. A. McAllister, superinteni) #! 


ent of agencies; ‘ E. ey os branct 


office inspector; 


the western Ontario division. 
Carl LeBuhn, originator of the “Cua 
LeBuhn Says” 


Life in Davenport, Ia., 
Davenport Advertisers’ Club on “4 
Life Underwriter’s Viewpoint on Ad 
tising.” 


Karl G. Gumm, assistant  superi 
tendent of agents National Life of Ve. 
mont, visited D. A. Lamar, northern 


California general agent, in San Fran} 


cisco. 
Mike O’Sullivan, general agent at Lo 
Angeles for the 


Mrs. O’Sullivan, who died after a lon 
illness. 

Appleton Williams, 70, group insu: 
ance specialist with the J. D. 


Boston, died in Worcester, Mass. He 


had been with the Equitable for 4) 


years. 


L. A. Spalding, who retired as ageng : 


superintendent of the Manufacturer’ 
Life at the end of 1936 on account d 
ill health, died at his home in Toront 
He joined the Temperance & Genetd 
Life in 1890, and when it was acquire 
by the Manufacturers he became agent 
accountant of the latter. In 1914 he well 
to South Africa as manager, and late 
served in the far east. In 1918 he bt 
came agency superintendent with speci 


supervision over South Africa and ¢ thee 


east. 

T. L. Hilliard, 95, founder of the Dey 
minion Life, died at his home in Water 
loo, Ont. Born in Ireland, he went # 
Canada as a child. He entered insurantt) 
work of the Dominion Life in 1887. Hth 
was managing director for many yea) 
and then president, from which positiol 
he retired in 1929. 


When the life company officials afl 
managers returned to the Muehlbad 
Hotel at Kansas City, Mo., followit 
their attendance at the funeral of J. 4 
Reynolds, president of the Kansas Cit 
Life, W. T. Grant, president of the But 
ness Men’s Assurance, who was a prott 
inent factor in the presidential campaigt 
last fall, discovered former Govern 


————«, 
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A. M. Landon and Mrs. Landon in the 
hostelry. They are building a new resi- 
dence at Topeka and were in Kansas 
City visiting the better homes exhibit. 
Mr. Grant introduced Mr. and Mrs. Lan- 


aon to the insurance folk and all sat 
down to lunch together. 


Approximately 175 friends of Col. H. 


Kenneth Cassidy, Houston, Tex., gen- 
“Neral agent of the Pacific Mutual Life 


for several years, gathered for a testi- 


“Smonial dinner in his honor, Mr. Cassidy 
is being transferred to San Francisco 


R. B. Augustine, city supervisor of 
the Eldon D. Wilson agency of the 


Mutual Life of New York at Richmond, 


sed thh 


on “Ae 


1 Adver is 


Va., is observing his 27th anniversary 
n the insurance business. He started 
cout with the Richmond agency of the 
Mutual Life in 1910 as office boy. 


being confined to his home for two 
weeks by an attack of influenza. 


Frank L. Barnes, agency vice-presi- 


Ndent of the Ohio State Life, has, figura- 


tively, been placed “in the doghouse” 
by President Claris Adams, who refuses 
to release him until the field force 





writes enough insurance in Mr. Barnes’ 
honor to get him out. The “doghouse” 
campaign has been started in connection 
with the fifth anniversary of his joining 
the Ohio State Life and will close 
March 20. 


President H. K. Lindsley of the 
Farmers & Bankers Life of Wichita, 
Kan., and Mrs. Lindsley are in Chicago 
this week en route home from New York 
City, having returned from a Caribbean 
cruise. 


The Pittsburgh agency of the Ohio 
State Life at a dinner in honor of Dr. 
C. E. Schilling, vice-president and medi- 
cal director, presented him applications 
totaling $80,000, which had been obtained 
in two days. 

The Engelhard-Krogman agency of 
Chicago has celebrated its 15th anniver- 
sary, H. H. Engelhard and H. W. Krog- 
man being its heads. The latter has left 
for a Mediterranean cruise. 

Clell Coleman of Harrodsburg, Ky., 
former state auditor and for a number 
of years in charge of the insurance de- 
partment, died at his home following a 
stroke of paralysis 18 months ago. He 
was 67 years of age. Mr. Coleman was 
a Democratic candidate for governor at 
one time. 
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Appointed Assistant Director of 


Agencies of Northwestern Mutual 
Life to Succeed Thierbach 


production 


Warren W._ Lundgren, 


manager of the Victor M. Stamm agency 


Northwestern Mutual Life 


> Milwaukee, has been appointed assistant 


WARREN W. LUNDGREN 


director of agencies, effective April 1. 
+S appointment follows the recent res- 
ignation of R. R. Thierbach to become 
Seneral agent in Cleveland. 
&. Lundgren was born in 1903, in 
Nington, Ia. attended Iowa Wesleyan, 
jorthwestern University and graduated 
joy the University of Missouri in 1926. 
od four years, while attending these 
goa he wrote life insurance during 
Summer months under a part-time 
contract. 

After a brief newspaper experience in 
‘hye he became a full-time life man 
Rare under his father, who has been 
ra agent in Burlington for many 
HL Wis, served as supervisor in the 
yal illiams agency, Davenport, Ia., 
x we F. McCaughey agency, Ra- 
sosdiad and became production man- 
Ser of the Stamm home office general 





agency in Milwaukee in August, 1935. 

He is secretary of the Northwestern 
Mutual C. L. U. Association and has 
been active in its Supervisors Associa- 
tion. His field for 1937 will be New 
England and parts of the middle Atlan- 
tic states. 


Plimpton Is Chosen Actuary 


New England Mutual Man Takes New 
Position with the Columbian 
National Life 


H. A. Plimpton has been appointed 
actuary of the Columbian National Life. 
He goes from the New England Mu- 
tual Life to take the place of John Y. 
Ruddock, who recently resigned to be- 
come vice-president and actuary of The 
Pan-American Life of New Orleans. 

Mr. Plimpton is a native of New 
England, having been born and reared 
in Massachusetts. He was educated at 
Harvard, graduating with the class of 
1925. 

Shortly after graduation he entered 
the actuarial department of the New 
England Mutual and while there quali- 
fied for associate membership in the 
Actuarial Society of America. 


New York Life Appoints 
Wickett as Vice-President 


F. <A. Wickett, superintendent of 
agencies of the New York Life at San 
Francisco with supervision over all Pa- 
cific Coast territory, has been elected a 
vice-president. His duties will be in the 
agency department. 

He has been connected with the com- 
pany for 35 years, mostly on the Pacific 
Coast. For many years he was inspector 
of agencies there and a number of years 
ago was advanced to superintendent. No 
successor in that capacity on the Pacific 
Coast has been announced. 


James Adams Assistant Secretary 


James R. Adams has been elected as- 
sistant secretary of the Liberty National 
Life. He is a graduate of Emory Uni- 
versity, where he also spent a year in 
the Lamar School of Law. His first 
connection with the company in 1929 
was as salesman in Atlanta and in south 
Georgia. In i930 he was called to the 





home office to head the claim depart- 
ment. 

Since that time Mr. Adams has been 
with various departments, serving as 
purchasing agent, manager of the con- 
tract and license division of the agency 
department, manager of the general ac- 
counting department and advertising 
manager. 


L. W. James Now Head of 
George Washington Life 


Lee Warren James, an attorney of 
New York, has been elected president 
of the George Washington Life of 
Charleston, W. Va. He takes the place 
left vacant by the death recently of 
C. L. Preston. 


Perry Is Agency Assistant 


M. R. Perry has been appointed 
agency assistant at the home office of 
the Phoenix Mutual Life. Since he 
joined the home office staff he has given 
much time to teaching life insurance 
selling. He has been a personal pro- 
ducer, field supervisor and supervisor 
of the sales training division at the 
home office. 


Philadelphia Life Promotions 
_F. C. Combes, secretary and treasurer 
of the Philadelphia Life, has been made 
vice-president. He had been a director 
for two years. T. C. Knapp has been 











The Real Agent 


He has a steady eye, a steady 
nerve, a steady tongue, and 
steady habits. 

He understands men and makes 
himself understood by men. 

He turns up with a smile and 
still smiles if he is turned down. 

He is silent when he has noth- 
ing to say, and also when the 
prospect has something to say. 

He keeps his word, his temper 
and his friends. 

He wins respect by being re- 
spectable and respectful. 

He is courteous in the face of 
discourtesy. 

He has self-confidence, but does 
not show it. 

He is loved by his fellow men. 
—Washington National. 








chosen assistant secretary. He was 
elected a member of the board in De- 
cember. 


Lee Cannon’s New Title 


Lee Cannon, who becomes agency 
vice-president of the Montana Life, 
joined the company in 1932 as Pacific 
Coast manager. In May, 1933, he went 
to the home office as superintendent of 
agents. 


M. N. Gales, 70, agent of the New York 
Life in Racine, Wis., for 35 years, died 
at his home there. 


























* MODERN LIFE INSURANCE SINCE 1845 * 


STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 


LIFE INSURANCE COMPANY * NEWARK « N « J » 
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People today seem to be especially | individual continuing to work for the| Sales Congress at Columbus | Million Dollar Men Qualified John 
susceptible to the idea of early retire- | five years from 60 to 65; five years of Aetna 
toil for an increase in federal benefit of Life « 


ment from labor, due to publicity given 
social security, R. G. Richards, agency 
secretary Atlantic Life, stated in a talk 
on advertising with reference to social 
security at the eastern round table of 
the Life Advertisers Association held in 
New York City. Through life insurance 
they can accomplish this at small cost 
It is therefore up to those in the busi- 
ness to telletheir story dramatically and 
convincingly. 

The first responsibility of life insur- 
ance people, he said, if they are to use 
the federal social security law as a lever 
to increase sales and as a basis of ad- 
vertising to the public, is to understand 
the act thoroughly in its relationship to 
life insurance. It must be interpreted 
properly to salesmen and to the people. 
The outcome depends upon how well 
the opportunity is capitalized. 

The next step is to interpret the law 
and build sales upon it. 


Additional Benefits Attractive 


“In the attitude of a friendly coop- 
erator with the plans of the government 
for adding to the measure of an indi- 
vidual’s old age security, we will have 
learned from our study of the law and 
its interpretation that its sole purpose is 
to provide minimum old age incomes 
paid on a monthly instalment plan,” Mr. 
Richards said. “By the same study, our 
representatives and we, ourselves, will 
have learned that life insurance offers 
many additional features. Next is the 
coverage of the government plan. The 
federal legislation includes only about 
half of the gainful workers of the na- 
tion, according to the census of 1930, 
around 26,000,000 people. It does not 
cover the business and professional men 
and women of the nation; and many 
millions of workers are expressly ex- 
cluded. No provision is made for 
those not in employment, such as house- 
wives and juveniles. 


Excluded Groups Are Listed 


“For a picture of the included and ex- 
cluded groups, for the purpose of ‘pros- 
pecting,’ it is suggested that we read 
the material on this subject appearing 
in the ‘Insurance Salesman’ for January, 
1937. 

“This study is important, for it has 
an effect upon our merchandising and 
advertising. In other words, there are 
people who come under the government 
plan for old age retirement, to whom we 
may want to tell one story; and there 
are more who are excluded from the 
plan, to whom our message may be dif- 
ferent.” 

He said that to every one, whether he 
comes under the federal plan or not, it 
can be pointed out that there is impera- 
tive necessity to own life insurance for 
protection of dependents, payment of 
mortgage, education of children, etc.— 
social security for the family, a field in 
which the government does not partici- 
pate. To those covered by the law, it 
can be pointed out that it is desirable 
to supplement their prospective govern- 
ment benefit by income from life insur- 
ance. 


Should Stress Small Units 


It is desirable to be prepared to em- 
phasize the availability of small units of 
retirement income; that life companies 
will sell annuities as little as $10 a 
month which can be purchased by low 
premium payments over a term of years. 
Comparatively few people realize this 
fact; many think of annuities as pur- 
chaseable only by a sizeable lump sum 
deposit made at retirement age. 

It also can be urged that men and 
women arrange to stop working at age 
60, or earlier, receiving then from life 
insurance an income for five years ap- 
proximating the federal income they can 
look forward to at age 65. It can be 
shown, Mr. Richards said, that the fed- 
eral benefit at age 65 is increased by 
only around a dollar a week through an 


only about $5 a month. 

To persons not covered by the act, 
he said, the desirability of having life 
insurance both for protection and re- 
tirement can be stressed. They can be 
shown what those who come under the 
law may expect to receive in federal 
benefit at age 65, and urged to assure 
themselves of at least that much under 
a private plan which assures income and 
combines emergency values, broad op- 
tional settlements, and disability clause, 
under an absolute guarantee. 


Cummings on Agency Trip 


Harold J. Cummings, vice-president 
and superintendent of agencies of the 
Minnesota Mutual, is on one of a series 
of agency trips. He stopped at Colum- 
bus, Ohio, to address the Central Ohio 
Underwriters Association, going from 
there by way of Louisville, St. Louis 
and Kansas City to Texas, where he 
will spend two or three weeks review- 
ing matters with general agents. Mr. 
Cummings expects to be back home 
from this one trip about March 20. 





Thirty-five Years with 
Central Life of Iowa 




















ce A. C. LARSON 


A. C. Larson, Madison, Wis., man- 
ager for southern Wisconsin of the Cen- 
tral Life of Iowa, has rounded out 35 
years of continuous service with the 
company. He began his insurance ca- 
reer as an agent with the company while 
a student in college. His first contract 
was dated Feb. 27, 1902. Mr. Larson, 
a key man in the Central Life organiza- 
tion, is well known. 

In addition to having organized and 
developed the largest agency, Mr. Lar- 
son has always been a good personal 
producer. It has been largely through 
his efforts that Wisconsin has more in- 
surance in force than any other state in 
which the company operates. Mr. Lar- 
son has started many men in the busi- 
ness who have been successful, several 
of whom have achieved national promi- 
nence. He was awarded a director’s 
medal by his company for outstanding 
accomplishments. He served two terms 
as secretary of the National Association 
of Life Underwriters. 

Mr. Larson was one of the pioneers 
in community welfare work in Wiscon- 
sin, having personally headed one of the 
Madison campaigns, is a director of the 


Commercial State Bank of Madison, and 


a past imperial potentate as well as 
being one of the organizers of Zor 
Shrine Temple of Madison. 





Importance of Insurance in Economic 
Life and More Thorough Working 
Methods Stressed 





COLUMBUS, O., March 4.—“Life 
insurance is the greatest practical phil- 
anthropy of modern times—it is the 
American plan of social security,” Les- 
ter O. Schriver, Peoria, Ill, general 
agent of the Aetna Life and former 
president of the National Association 
of Life Underwriters, told the Colum- 
bus Life Underwriters Association at its 
annual sales congress. “Legal reserve 
life insurance has weathered 19 major 
depressions and stands out among the 
human institutions of modern times, un- 
shaken by all the vicissitudes of our 
economic life,’ declared Mr. Schriver. 

“During the depression life insurance 
poured into the economic blood stream 
of the country more than six million 
dollars a day. Dare you think what 
might have been the depth of our de- 
spair and despondency during the late 
depression, had it not been for the blood 
transfusion that was taking place every 
day while the body politic, the body so- 
cial and the economic body were nigh 
unto death?” 


Security Problem Is Personal 


A. H. Kollenberg, Mutual Benefit 
Life, Grand Rapids, Mich., spoke on 
“Social Security Through Life Insur- 
ance.” Every depression has created 
panaceas; for economic ills, “but the 
problem of providing for ourselves and 
our families, both now and later, per- 
sistently remains,” said Mr. Kollenberg. 
“Today the public is security minded, 
but it wants security on which it can 
depend. The institution of life insur- 
ance offers such a service. Life insur- 
ance is a security act forged by nearly 
a century of experience. It is an im- 
pregnable fortress against want and 
poverty to all who would avail them- 
selves of its protection.” 


Work Is Solution 


Harold J. Cummings, vice-president 
of the Minnesota Mutual Life, said the 
men who fail in life insurance are really 
sit-down strikers. Life insurance is a 
fine business but it has a sorry sales 
situation. If a life agent is to succeed 
he must have a definite list of persons 
upon whom he has never called before 
and a real story to tell them. He must 
decide just how much money he must 
have to live on and then he must see 
enough persons each day to bring about 
this return. This formula works but 
the trouble is that the agents will not 
follow it. Life agents should get down 
to real work and accomplish the things 
of which they are capable. 

D. Fowler, Cincinnati, general 
agent of the Connecticut Mutual Life, 
said timing is one of the essentials of 
success in life insurance and the agent 
should be a relentless taskmaster for 
himself. A proper personal appearance 
is an element in success. Mental atti- 
tude is important—the agent who 
doesn’t believe sufficiently in his busi- 
ness to take out the necessary amount 
of insurance on himself cannot sell to 
others, he said. 

Paul Speicher, editor of the R & R 
Service, reviewed the status of life in- 
surance. 

E. C. Deckard, president of the Co- 
lumbus association, presided at the 
morning session, R. Gauch, vice- 
president and chairman of the program 
committee at the luncheon, and J. 
Davis, treasurer, at the afternoon ses- 
sion. 

* * * 

Nashville—W. F. Winterble, superin- 
tendent of agencies, Bankers Life of 
Iowa was guest speaker. The meeting 
was attended by 200 members, Mr. Win- 
terble gave much information and ma- 
terial that the field man can use. 





Round Table Producers Are Already 
Being Listed for the Big Denver 
Convention 





Upon his return from a speaking tour 


of the southern and Pacific states, Grant B DA 
Taggart, chairman of the Million Dollar Broad 
Round Table of the National Associa. Chica; 
tion of Life Underwriters, announced B Daven 
that 11 million dollar producers have meetir 
already qualified for the 1937 meeting consid 
to be held in Denver next August. Those prospé 
who have already qualified are: Harry & siders 
T. Wright, Equitable, Chicago; M. D, future 


Vail, Vail & Sons, Chicago; Paul ¥, 
Dunnavan, Canada Life, Minneapolis. 
A. L. Lanphear, Equitable, Chicago; J. 
W. Shoul, Mutual of New York, Bos. 
ton; B. H. Wulfekoetter, Massachusetts 
Mutual, Cincinnati; A. J. Ostheimer, 
3rd, Philadelphia; H. G. Mosler, Massa- 
chusetts Mutual, Los Angeles; Jack 
Lauer, Penn Mutual, Cincinnati; Stan- 
ley E. Martin, John Hancock, Colun- 
bus, O., and Grant Taggart, California 
Western States, Cowley, Wyo. 

In order to qualify for the 1937 Mil- 
lion Dollar Round Table a_ produce 
must first be a member in good standing 
in a local life underwriters’ association 
affiliated with the National association, 
He must also personally pay for and 
receive commissions, on at least $1,000- f 
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000 of regular life insurance (excluding F = 
any brokerage business placed in his B) Vermo 
name by agents of another company, §) wester: 
but including any business placed by F 
him in other companies and for which F” 
he has received full commissions, and F Must 
including any life insurance credit al fF 
lowed by his company for immediate © S: 
and deferred, single premium and anf” 
nual premium annuities, single premium [7 PHI 
life, endowment policies, retirement an- pig 
nuities, etc.) on any of the following F~ tie 
three basis: Ee sociatic 
1. Calendar year ending Dec. 31, 1936. F% 4, Ga 
2. Company club year or fiscal yea P™ 4. Pa 
ending any time after Sept. 1, 1936, aif ip. ay 
prior to Aug. 1, 1937. Se life ins 
3. Any consecutive twelve months P) Gant, 
period ending after Sept. 1, 1936, anf a4 jal 
prior to Aug. 1, 1937. e surance 
Those who already have the neces panies } 
sary paid production to qualify for mem F% ty pro, 
bership in this distinguished group a B% the put 
invited to notify Mr. Taggart at Cow B © insyran 
ley, Wyoming, in order that the neces F% the ave 
sary qualification questionnaire may bt "> busines: 
completed. |) to what 
* * * Pa The 
Plans for Boston Congress [| mek 
Are Now Being Completed) 9 f2'< 
e 118 ss 
BOSTON, March 4.—Announcemtt! F% this yeq 
is made of the annual New Englatlh @ for gox¢ 
sales congress, sponsored by the Bosto and sell 
Life Underwriters Association, Marc 
19, at Hotel Statler, Boston. H 
G. P. Smith, Boston general age! on 
New York Life, is general chairman D. V 
assisted by President Manuel Cam) apolis A 







and John Hughes, executive secretal) 
of the association. : 

John Marshall Holcombe, Jr., may 
ager Life Insurance Sales Research Bry 
reau, will speak at the luncheon fo 
general agents, managers and agemli 
Prominent state officials of Massachtr§ 
setts including Governor Hurley #§ 
expected on the speakers’ list. The coy 
gress will last all day. 2 
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Well in excess of 1,000 general agent ging in | 
managers and leading producers of coll H. E 
panies and agencies all over New Ent J. P.M 
land, particularly from Worcestt! State. 
Springfield, Providence, R. I., Hartford school p 
Maine and New Hampshire, togetht@@ggmen rep 
with a full complement from the Bost 
Life Underwriters Association, are ™ A 
pected at the congress. ST 

The committee having the congré ual ; . 
in charge includes G. P. Smith, chat rate 







man; Manuel Camps, Jr., Penn Mutt 
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Life, vice-president Boston Life Under- 
writers Association; W. N. Watson, 
Connecticut Mutual; P. O. Sanborn, 
Connecticut Mutual; J. M. Woodhouse, 
Union Central Life; O. D. Murphy, 
John Hancock Mutual; Clyde Gay, 
‘Aetna Life and C. C. Gilman, National 
Life of Vermont. 
*x * x* 


L. S. Broaddus Speaks at 
Meeting in Davenport, Ia. 















DAVENPORT, IA., March 4.—L. S. 
Broaddus, manager the Guardian Life in 
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cia Chicago, addressed 90 members of the 
iced Davenport association at their dinner 
lave fF meeting. He urged each underwriter to 
ting HB consider the financial well-being of his 
lose J prospect, and said the average man con- 
arty [ siders first his living expenses, then his 
-D. — future and then his family’s stability in 


H. case of his death. 
Mr. Broaddus was introduced by J. 


je J. ; J. Hilbee, manager the Davenport 
Bos: agency of the Guardian Life. ; 
setts Madden, general chairman of the annual 
mer, B sales congress, announced at least 300 
'SSa- would attend. 
Jack i M. E. Van Epps, membership chair- 
tan- | man, presented general agents who had 
lum- & 100 percent representation with scrolls. 
‘nia Receiving awards were: Henry Meese, 
' Travelers; Clifford Connor, Provident 


Mutual; L. B. Morrissey, Phoenix Mu- 
tual; K. E. Madden, (Penn Mutual; 
Henry Mohl, Acacia Mutual; H. C. Hall, 
Equitable of Iowa; A. J. Loyett, Guar- 
anty Life; G. W. Robb, Home Life of 
New York; C. LeBuhn, Massachusetts 
Mutual; R. O. Schmidt, Minnesota Mu- 
tual; L. B. Gettys, Mutual Life of New 
' York; C. A. Kuttler, National Life of 
Vermont, and J. H. Copeland, North- 
» western Mutual. 
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* * * 
Must See Average American, 
Says Gantz at Philadelphia 


PHILADELPHIA, March 4.—More 
) than 800 attended the annual midwinter 
) sales conference of the Philadelphia As- 
_ sociation of Life Underwriters. Joseph 

a M. Gantz, Cincinnati general agent of 
) the Pacific Mutual Life, declared that 

E) the average man is the backbone of 
_P | life insurance in the United States. Mr. 

>) Gantz asserted that the social security 

4 act made its appearance because life in- 
_p | Surance men and life insurance com- 

|» panies had failed, as a private institution, 
» to provide the necessary protection for 
& the public. He declared that if the life 
» surance agents would go out and see 
. the average American, the life insurance 
> business would have no need to fear as 
to what the government would do next. 

The other speakers were Louis Behr, 
|) Chicago, leading producer of the Equit- 
J able of New York, and Hubert Greaves, 
Yale _University professor of public 
speaking. Mr. Behr, who last year wrote 
118 cases and paid for $2,250,000, so far 
: this year has written 35 cases and paid 

> for $950,000. He discussed prospecting 
and selling. 
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Honor Indiana Commissioner 


D. W. Flickinger, president Indian- 
apolis Association of Life Underwriters, 
was host at an informal reception in 
honor of G. H. Newbauer, new Indiana 
commissioner, and J. D. Cramer, deputy 
peuumissioner. Mr. Newbauer said it is 
“1S purpose to cooperate with insurance 
interests in favor of sound underwriting 
Practices in Indiana. E. A. Crane, trus- 
“on the National Association of Life 
the €rwriters, outlined the program for 
.1€ trustees and national council meet- 
ing in Indianapolis in April. 

P Nyhart, state chairman, and 
. Meek, local chairman, announced 
a lee essay contest for high 
pupils. Various committee chair- 

n reported for their committees. 

3 * * * 
Missouri Meet in May 
ST. LOUIS, March 4.—The 1937 an- 


ual meeting of the Missouri State Asso- 
‘ation of Life Underwriters will be held 





























here some time between May 10 and 20 
according to President S. T. Utz of St. 
Joseph. The executive committee had 
a conference here. 

ie 

Central Massachusetts—Vice-president 
J. C. Behan of the Massachusetts Mutual 
Life, speaker at a luncheon in Worces- 
ter, told of the opportunities ahead for 
men and women in the business. 

* * * 

Minneapolis.—‘‘Building a Life Insur- 
ance Business” was the topic of Roy A. 
Lathrop, state agent State Mutual Life, 
at the “school” conducted by the Minne- 
apolis association. 

* * * 

San Francisco—N. J. Nelson, manager 
Reliance Life in northern California, has 
the first agency in San Francisco to 
qualify in 1937 with 100 percent member- 
ship in the San Francisco association. 

*x* * * 

Lafayette, Ind.—At a luncheon in his 
honor Commissioner Newbauer promised 
cooperation of the insurance department 
to maintain insurance on a sound basis 
in Indiana. J. D. Cramer, deputy insur- 
ance commissioner, discussed the insur- 
ance laws of the state as applied to life 
insurance. 


" * * 
Portland, Ore.—R. M. Alton, trust 
officer, United States National Bank, 


talked on trust facts: Ralph Thom, as- 
sistant manager Bank of California, 
“Life Insurance from a Banker’s Stand- 
point” and C. B. Stephenson, First Na- 
tional Bank, on “Reactions to Life In- 
surance Salesmen.” 

oe 

Chicago—Membership increase of 26 
percent since last fall was announced by 
Miss Joy Luidens, executive secretary, 
the roster standing at an all time high of 
1,350. LL. M. Buckley, Provident Mutual, 
is the membership chairman. The as- 
sociation and the Chicago chapter of C. 
L. U. will meet March 22 in celebration 
of the 10th anniversary of the C. L. U. 
movement. 

* * * 

St. Petersburg, Fla.—President S. B. 
Bredmore announced the appointment of 
the following committee chairmen: Meet- 
ings and programs, J. H. Benes; business 
standards and conservation, C. W. 
Strong; by-laws and legislation, J. N. 
Robbins; education and publicity, Harry 
C. Brahm; finance, G. M. Hastings; mem- 
bership, George D. Morrison; vigilance, 
W. L. Durant; Life Insurance Week, M. 
A. Spooner. 

* * 

Jacksonville, Fla.—Vice-president F. L. 
Jones of the Equitable of New York 
addressed the February meeting. 

* * 

Rochester, N. Y¥.—J. Harry Wood, man- 
ager of general agencies of the John 
Hancock Mutual Life, spoke on “Making 
More Money in 1937.” 

* * * 

Madison, Wis.—The advantages of co- 
operation between trust company offi- 
cials and life agents were discussed at 
a meeting attended by 80 members and 
guests representing banks and trust 
companies. Speakers on “The Trust Offi- 
cer and the Life Underwriter” were Clar- 
ence Karn of the Central Wisconsin 
Trust Co., and Frank Horner, associate 
géneral agent for the Northwestern Mu- 
tual Life. 

* *k x* 

Appleton, Wis.—Members have voted 
to become affiliated with the state asso- 
ciation. J. Bon Davis, district agent for 
the Lincoln National Life, spoke. He 
told of his recent trip to Mexico. At the 
next meeting Morrow Herner, North- 
western Mutual Life, will be guest 
speaker. 


Curry Connecticut Deputy 

Attorney Thomas B. Curry of Hart: 
ford has been appointed deputy insur- 
ance commissioner of Connecticut. This 
is a new position. Mr. Curry has been 
connected with the department since 
August as chief clerk. He was admitted 
to the bar in 1915 following graduation 
from Notre Dame. 


Testimonial for Hunt 


Commissioner Hunt of Pennsylvania 
was honored at a testimonial dinner in 
Harrisburg attended by about 200. E. 
E. Heine of Philadelphia was toast- 
master. Among the speakers were John 
A. Stevenson, executive vice-president 
Penn Mutual Life; J. B. Kelly, secre- 
tary of revenue, and Adrian Bonnelli, 
deputy attorney-general. 

















30th ANNUAL STATEMENT 


PEOPLES LIFE INSURANCE COMPANY 
Frankfort, Indiana 


ASSETS 
First Mortgage Loans on Real Estate................. $ 4.274,803.00 
Real Estate, including Home Office Building.......... 134. 
Real Estate Sold Under Contract.....................- 269,216.00 
Loans on Company’s Policies.............-.-.-..--+++- 1,832,728.00 












Bonds—Government, Municipal and Public Utility.... 705,141.00 
IED Fo oi a da csin gavksscdacascienecasecses 882. 
NT 0 occas asasensncceeseseesasas 291,658.00 
es I Oe NN oo oo oon ik cccccccscccncccces 134,179.00 
Net Outstanding Premiums...............-...-.+--++:- 222.171. 
ee ls ck ac cacccnncccagdncecesuecnas 23.1 
Tated Miia “Mamata in oc ooo ce ccccccsicesescccs $ 8.610,102.00 
LIABILITIES 
Denes Ga ON on 5 ci dence nc vddutindepdesdtadsss $ 7.206.163.00 
Reserve for Losses, No Proofs Received : 34,384.00 
Premiums and Interest. Paid in Advance 72,546.00 
ee err are 35,828.00 
Reserve for Trust Funds................. ve 168,117.00 
Reserve for Coupons and Dividends................... 183,406.00 
Contingency Reserve for Losses...................+0+5 179,319.00 
All Other MING oo «. ¢« gana taanatile Unecnqedessnwnead 30,339.00 
Wes oo sc Coe cae ce ceus cndduscecesceeann $ 7.910,102.00 
Sapper eee rere rrr ce tore 300,006. 
pe NS er emcee Cererer Terror 400,000.00 
WOO ais (aa caked esis «deeceeeeandtentiaccabedaeeuas $ 8.610,102.00 


GAINS MADE DURING 1936 
Gal: tn Pines Sk Tras oo cece cc ccctasicaséd $ 2.822.621.00 
Gain in Admitted Assets 
Gain in Reserves 
Gain in Liquid Assets 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
INDIANA 
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1937 Golden Jubilee Year 1937 


PROVIDENT begins the 50th Anni- 
versary Year with these noteworthy gains 


registered for 1936: 


© 25 per cent gain in Life Insurance in 


Force—$19,405,854.00. 


® 18 percent gain in premium income— 
$1,005, 127.33. 


© 16 percent gain in total assets — 
$1,145,455.72. 


® 13 percent gain in total surplus to pro- 
tect policyholders—$274,819.18. 


DROVIDENT LIFE and ACCIDENT 
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the next 20 years, at least. 
Wouldn’t you like to know how he 
became a complete father by mak- 
ing sure that his family never 
will have less than $100 
every month for the next 
20 years...how, in effect, 
he made this Company a 
financial-foster-father to his 
son...how he made sure of a 
Evry husbond should Retirement Income for him- 
tim on gelf,all with the same dollars, 
Double Duty Dol- 
lars? We'd like to send 
this free plan to you, 
with no obligation. 
Just mail coupon. 


He’s « rear Dab, this fellow. His 
pride in the new baby knows no 
bounds. He foresees a hefty 
“right” in every spasmodic wave 
ef that pudgy little arm. 
He’s ready to nominate 
him for a future “All- 
America” at every lusty 
kick of a tiny plump leg. 
” Yes, he’s a doting dad 
all right, today. But how 
about tomorrow? 

For his job as a father 
shouldn’t stop with bursting 
pride and needs of the moment. 
He owes this tiny bit of human- 
ity his care and support through 







Bankers Lire COMPANY . 
4 MUTUAL LEGAL me ~**)~ ‘paceman COMPANY, 


DES MOINES 






FREE —“spare KEY’ PLAN FOR FATHERS 





Banxens Lire Company, Des Moines, lowa 
Please send me your Story of a Complete Father, 
Name. 

Address 
aa City Stare, 











This advertisement appeared in half-page space in 
the Saturday Evening Post of January 30th and 
Collier’s of February 20th. 














News AsoutT LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


in Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 





Sun Life Dividends Increased 


Total Distribution This Year to Be 
About 10 Percent Greater, Due to 
Improved Conditions 


Increase of approximately 10 percent 
in dividend distribution for this year 
effective April 1 has been made by the 
Sun Life of Canada. The announce- 
ment was made by President A. B. 
Wood in his annual report. This action 
was the result of successful operations 
in 1936, combined with improvement in 
the general business outlook. 

The basic factors used in calculating 
dividends have been completely revised, 
so that dividends on individual policies 
are not uniformly affected. Greatest in- 
creases are shown on plans in which 
mortality element is most prominent 
and the least on those plans in which 
the investment element predominates. 
The special fifth-year dividend has been 
increased for all longer term plans. 


Seale on Disability Policies 


A special dividend scale will continue 
to apply to all policies containing the 
income disability benefit but deductions 
from the regular scale will be approxi- 
mately two-thirds of those in the pre- 
vious year. 

A completely revised scale of divi- 
dends for single premium policies has 
been introduced. The new scale will 
show a reduction in dividends for plans 
of shorter durations. 

On dividends and proceeds of policies 
left on deposit excess interest will be 
allotted at the same rate as in 1936. 
The total interest rate, including guar- 
anteed and excess interest, will be 334 
percent. 

Ordinary Life 


Dividends End of Year 
Total 
Age 2 5 10 15 20 20 Yrs. 
20 ....$3.63 $5.90 $4.49 $5.12 $5.82 $90.34 
21 - 3.65 5.94 4.53 5.18 5.91 91.32 
22 - 3.74 6.09 4.65 5.32 6.07 93.76 
23 - 3.84 6.27 4.79 5.49 6.26 96.55 
24 - 3.89 6.36 4.87 5.59 6.38 98.21 
25 - 3.95 6.47 4.97 5.71 6.52 100.12 
26 - 4.03 6.60 5.08 5.84 6.68 102.42 
27 - 4.09 6.71 5.18 5.96 6.82 104.37 
28 - 4.17 6.86 5.29 6.10 6.99 106.74 
29 - 4.22 6.95 5.88 6.22 7.12 108.53 
30 - 4.29 7.08 5.49 6.35 7.28 110.77 
31 - 4.33 7.16 5.58 6.46 7.41 112.45 
32 - 4.38 7.26 5.67 6.58 7.55 114.34 
33 « £.42° 728" 5.77 6.71 | 7.71 236.48 
34 - 4.51 7.50. 5.89 6.85 7.87 118.79 
35 - 4.56 7.59 5.98 6.97 8.01 120.57 
36 - 4.61 7.71 6.08 7.09 8.16 122.60 
37 - 4.66 7.82 6.18 7.22 8.31 124.63 
38 - 4.72 7.92 6.28 7.35 8.47 126.70 
39 - 4.78 8.04 6.40 7.50 8.63 128.99 
40 - 4.85 8.18 6.51 7.64 8.80 131.32 
41 - 4.94 8.34 6.66 7.82 8.99 134.25 
42 - 5.00 8.46 6.77 7.95 9.15 136.41 
43 - 5.10 8.64 6.98 8.13 9.35 139.44 
44 - 5.18 8.81 7.07 8.381 9.54 142.44 
45 - 5.381 9.03 7.25 8.52 9.78 145.87 
46 - 5.41 9.21 7.41 8.70 9.98 148. 
47 .... 5.54 9.45 7.60 8.92 10.21 152.64 
48 5.64 9.63 7.76 9.11 10.41 155.77 
49 .... 5.79 9.90 7.97 9.84 10.67 159.87 
50 - 5.90 10.10 8.14 9.54 10.88 163.24 
51 - 6.05 10.35 8.35 9.77 11.13 167.20 
52 - 6.16 10.56 8.52 9.97 11.34 170.59 
53 - 5.25 10.73 8.67 10.15 11.52 173.43 
54 - 6.32 10.89 8.81 10.31 11.69 176.08 
55 - 6.38 11.01 8.93 10.45 11.85 178.36 
56 - 6.40 11.10 9.02 10.56 11.97 180.07 
57 - 6.39 11.12 9.07 10.64 12.05 180.98 
58 - 6.388 11.15 9.13 10.71 12.12 181.95 
59 - 6.30 11.07 9.11 10.71 12.13 181.50 
60 - 6.22 10.98 9.09 10.71 12.13 180.94 
61 - 6.64 11.66 9.57 11.21 12.63 190.30 
62 - 7.02 12.27 10.02 11.67 13.09 198.86 
63 - 7.55 13.11 10.61 12.27 13.69 210.19 
64 - 8.11 14.00 11.22 12.90 14.32 222.10 
65 - 8.76 15.00 11.93 13.62 15.03 235.71 
66 .... 9.15 15.63 12.38 14.08 15.48 244.30 
67 -- 9.61 16.37 12.90 14.60 16.00 254.24 
68 - 10.16 17.24 13.51 15.22 16.61 265.94 
69 .-10.89 18.38 14.29 16.01 17.38 280.94 
70 --11.75 19.70 15.20 16.92 18.28 298.45 





Accident Business Is Good — For 
sales pointers read The Accident & Health 
Review. Sample copy !0 cents. Address 
A-1946 Insurance Exchange, Chicago. 








20 Payment Life 
Dividends End of Year 


Total 

Age 2 5 10 15 20 20 Yrs. 

$ $ $ $ $ $ 
20 - 8.56 6.30 5.39 6.80 8.46 112.08 
21 . 3.70 6.538 5.57 7.01 8.69 115.65 
22 . 3.82 6.72 5.73 7.19 8.91 118.78 
23 - 3.91 6.87 5.85 7.34 9.09 121.38 
24 - 4.03 7.07 6.01 7.53 9.31 124.58 
25 - 4.11 7.22 6.13 7.67 9.49 127,02 
26 - 4.18 7.384 6.24 7.81 9.66 129.2 
27 - 4.26 7.49 6.36 7.96 9.84 131.76 
28 - 4.32 7.59 6.46 8.09 10.01 133.85 
29 - 4.40 7.74 6.58 8.24 10.19 136.36 
30 - 4.42 7.79 6.64 8.34 10. 137.73 
31 . 4.50 7.94 6.77 8.49 10.50 140.26 
32 - 4.56 8.04 6.87 8.62 10.67 142.39 
33 - 4.60 8.13 6.96 8.74 10.82 144.20 
34 - 4.70 8.381 7.10 8.91 11.03 147.14 
35 - 4.75 8.40 7.19 9.03 11.19 148.99 
36 - 4.85 8.58 7.84 9.21 11.40 151.99 
37 - 4.89 8.67 7.42 9.32 11.55 153.79 
38 - 4.98 8.84 7.56 9.49 11.76 156.62 
39 - 5.05 8.94 7.67 9.63 11.93.158.82 
40 - 5.138 9.11 7.80 9.79 12.12 161.45 
41 - 5.23 9.29 7.95 9.96 12.34 164.45 
42 - 5.84 9.47 8.09 10.14 12.55 167.48 
43 - 5.45 9.66 8.25 10.32 12.77 170.65 
44 - 5.52 9.80 8.37 10.47 12.95 173.05 
45 - 5.64 9.99 8.53 10.65 13.17 176.24 
46 - 5.75 10.19 8.69 10.83 13.39 179.39 
47 - 5.90 10.44 8.87 11.05 13.64 183.17 
48 - 5.98 10.59 9.00 11.19 13.83 185.72 
49 - 6.14 10.85 9.20 11.41 14.09 189.67 
50 - 6.21 10.97 9.30 11.54 14.25 191.80 
51 - 6.81 11.16 9.45 11.70 14.45 194.68 
52 - 6.41 11.33 9.58 11.85 14.64 197.36 
53 - 6.43 11.37 9.64 11.92 14.75 198.46 
54 - 6.45 11.43 9.69 11.99 14.85 199.55 
55 - 6.46 11.46 9.73 12.04 14.94 200.40 
56 - 6.39 11.89 9.69 12.01 14.96 199.69 
57 - 6.30 11.28 9.63 11.96 14.94 198.55 
58 - 6.20 11.15 9.56 11.8 4.92 197.18 
59 - 6.05 10.95 9.44 11.77 14.84 194.74 
60 - 5.91 10.76 9.82 11.65 14.76 192.45 
61 - 6.380 11.37 9.74 12.06 15.21 200.54 
62 - 6.76 12.08 10.22 12.53 15.72 209.83 
63 . 7.31 12.93 10.79 13.09 16.32 220.86 
64 - 7.90 13.83 11.40 138.68 16.96 232.64 
65 - 8.64 14.97 12.16 14.43 17.74 247.32 

20 Year Endowment 

Dividends End of Year 
Total 

Age 2 5 10 15 20 20 Yrs. 

$ $ $ $ $ 
20 - 3.42 711 7.27 10.29 13.91 157.00 
21 - 3.49 7.22 7.34 10.86 138.98 158.36 
22 - 3.60 7.388 7.45 10.46 14.09 160.49 
23 . 3.69 7.52 7.54 10.55 14.18 162.24 
24 3.77 7.64 7.62 10.63 14.26 163.79 
25 .... 3.84 7.73 7.68 10.69 14.32 164.97 
26 3.89 7.80 7.73 10.74 14.37 165.94 
27 -- 3.97 7.92 7.81 10.82 14.45 167.50 
28 - 4.03 8.03 7.87 10.87 14.51 168.65 
29 - 4.07 8.09 7.91 10.91 14.55 169.41 
30 - 4.10 8.13 7.94 10.94 14.58 169.97 
31 - 4.16 8.22 7.99 11.00 14.64 171.14 
32 - 4.19 8.27 8.02 11.02 14.67 171.71 
33 . 4.26 8.37 8.09 11.09 14. 173.07 
34 - 4.26 8.37 8.09 11.09 14.74 173.04 
35 - 4.84 8.48 8.16 11.15 14.81 174.38 
36 - 4.38 8.55 8.20 11.19 14.85 175.17 
37 - 4.41 8.60 8.23 11.21 14.88 175.71 
38 - 4.46 8.67 8.28 11.26 14.93 176.69 
39 - 4.53 8.78 8.385 11.32 15.00 177.99 
40 - 4.58 8.85 8.39 11.36 15.04 178.78 
41 - 4.69 9.02 8.50 11.46 15.15 180.92 
42 . 4.77 9.14 8.58 11.53 15.23 182.42 
43 - 4.87 9.29 8.67 11.62 15.32 184.16 
44 - 4.97 9.44 8.77 11.71 15.42 186.08 
45 - 5.08 9.60 8.87 11.81 15.53 188.18 
46 - 5.24 9.84 9.02 11.95 15.68 191.09 
47 - 5.88 10.05 9.16 12.08 15.82 193.76 
48 - 5.51 10.25 9.28 12.19 15.94 196.08 
49 - 5.69 10.52 9.45 12.35 16.11 199.37 
50 - 5.78 10.65 9.54 12.43 16.20 201.08 
51 - 5.90 10.83 9.65 12.52 16.31 203.17 
52 - 6.00 10.98 9.74 12.60 16.40 204.92 
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Dividends End of Year 





T ; 1 
Age : ‘ 2 - 1 20 Ym i th 
. = W 
53 .... 6.09 11.12 9.82 12.66 16.48 obs B may 
54 » 6.12 11.16 9.85 12.67 16.50 206% ‘itho 
55 . 6.12 11.18 9.84 12.64 16.49 2066; je WithO 
56 - 6.06 11.09 9.77 12.55 16.42 2059; | premi 
57 - 6.00 11.09 9.71 12.47 16.35 203% be th 
58 . 5.87 10.80 9.56 12.30 16.20 2009) B 1 
59 . 5.71 10.58 9.40 12.11 16.03 1976 me eat 
60 . 5.55 10.34 9.23 11.91 15.85 19437 J a sch 
Endowment at 65 F oe 
Dividends End of ies > active 
Age 2 5 10 15 20 20 Yrs — provis 
‘et teh > Slick 
20 . 3.45 5.78 4.61 5.48 6.47 939) Be P 
21 . 3.54 5.94 4.74 5.65 6.69 967 |B agreer 
22 . 3.65 6.12 4.90 5.84 6.91 99% BR presen 
23 - 3.72 6.26 5.02 6.00 7.12 1025) Be expire 
24 . 3.79 6.39 5.15 6.16 7.33 1051) jee CXPU 
25 1... 3.87 6.56 5.29 6.35 7.56 108 jee policie 
26 - 3.97 6.72 5.44 6.54 7.81 111.95 BR vision, 
27 . 4.01 6.83 5.55 6.70 8.01 1135) Be durin 
28 - 4.10 6.99 5.70 6.90 8.27 1167 B 8 
29 . 4.18 7.16 5.86 7.11 8.54 1201) [ee exami 
30 . 4.27 7.32 6.02 7.33 8.82 12343 Me on a | 
31 - 4.30 7.41 6.13 7.49 9.05 125.8 BP ais 
32 . 4.40 7.61 6.31 7.74 9.37 1297 [ee Pr 
33 . 4.48 7.77 6.48 7.97 9.68 133.3) [come 
34 . 4.53 7.91 6.63 8.19 9.98 13651 Me disabil 
35 - 4.64 8.12 6.84 8.48 10.37 1414 By 
36 : 4.68 8.24 6.99 8.70 10.69 1449 jm may 
37 . 4.72 8.34 7.14 8.94 11.04 147.65 JR years 
38 . 4.78 8.52 7.33 9.23 11.46 15193 Me versior 
39 . 4.84 8.66 7.52 9.52 11.89 1561) 
40 . 4.94 8.90 7.76 9.89 12.41 161.59 
41 . 4.92 8.94 7.90 10.15 12.85 16455 vision 
42 . 4.96 9.11 8.12 10.51 13.41 170.08 and f 
43 : 4.98 9.23 8.32 10.87 14.01 17501 [ee “. 
44.2.2 5.02 9.89 8.58 11:31 14:72 isin BR) withou 
45 . 5.08 9.60 8.87 11.81 15.53 18818 fF three ; 
46 . 5.24 9.78 9.29 12.46 .... 1813 IRE in the 
47 . 5.42 9.98 9.77 13.21 17415 ee 
48 . 5.62 10.21 10.30 14.06 7. y 
49 . 5.86 10.47 10.91 15.05 
50 . 6.14 10.84 11.65 16.23 
51 + O264 JU.84°139.56 .: 
52 . 6.97 11.88 13.60 
53 . 7.45 12.50 14.81 
54 . 8.01 13.23 16.27 
55 . 8.64 14.06 17.99 





















*Total at Maturity. 
Provident Mutual’s Changes 


Amendments Are Announced in Dis. 
ability and Accidental Death Pro- 
visions with Term Policies 








The Provident Mutual Life has made ‘ 
some changes in the disability and acc F 
dental death benefit provisions issued in : Cedar 
connection with new term policies. 

1. The disability income provision oF 
five-year term policies will be with F™ 
drawn. — 

2. When the disability premump™ 
waiver provision on any new term pol 
icy is converted without medical exan- 
ination, the new policy must be on4 
life or endowment plan involving 20 of” 
more years’ premiums. This will not tt 
strict the right provided in five-yeat 
term policies now outstanding to cor 
vert during the first three years to? 
permanent plan with 15 or more yeafs 
premiums, _ 

3. The disability premium  waivt fF” 
provision issued on family income aif” 
double ten contracts may be convert 
without medical examination during th} 
seven-year period when the term mf 
be so converted. On five-year term p0-f 
icies the provision may be converte 
during the five years, instead of withi}” 
three years as before. : 

4. The disability premium 





waive! 











A NEW YORK STATE Mutual Life 
Insurance Company, with a half century of 
success behind it, has General Agents’ con- 
tracts to offer good personal producers in 
several medium sized cities in New York, 
Pennsylvania and Ohio. 


Address F-30.............National Underwriter 
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} provision may be issued in connection 
| with regular 10-year term policies and 
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may be converted within seven years 
without medical examination. The extra 
premium for the disability provision wili 
be the same as that charged on a five- 
year term policy at the same age. Thus 
a schedule of extra premiums for this 
revision will not be needed. 

5. The whole program is made retro- 
active to the disability premium waiver 
provisions on outstanding five-year term 
policies, double ten, and family income 
agreements. In other words, after the 


present three-year conversion period has 


expired on outstanding five-year term 
policies with the premium waiver pro- 
vision, conversion may still be made 
during the remaining two years without 


- examination, provided the new policy is 


on a plan calling for 20 or more years’ 
premiums. On outstanding family in- 
come and double ten agreements, the 
disability premium waiver provision 
may be similarly converted within seven 
years of issue. This facilitates the con- 
version of outstanding term insurance. 

6. The accidental death benefit pro- 
vision is now issued on five-year term 
and family income plans convertible 
without medical examination within 
three and seven years respectively. As 
in the case of the disability premium 
waiver provision, this period will be ex- 
tended to five years on new five-year 
term policies. This liberalization will 








also be made retroactive to all outstand- 
ing five-year term policies with the ac- 
cidental death benefit provision. 





Continental American Has 


New Twenty-year Form 





The Continental American Life has 
announced a new 20-year term policy 
with reduced premiums for the first five 
years. The policy is convertible to any 
of the company’s other policies except 
term any time within 15 years. It may 
also be converted as of original age. 
Double indemnity provisions contained 
in the term policy may be included if 
converted before age 55. The same age 
provision applies to waiver of premiums 
but the conversion with waiver is limited 
to endowment at 85, although exceptions 
may be made on satisfactory evidence of 
insurability on conversion. 

A feature of the new policy is its con- 
version value, allowable upon conversion 
as of attained age and date from the 
sixth to the 15th year. Dividends are 
payable beginning at the end of the third 
year and are not contingent on renewal 
for the fourth year, although they may 
not be applied to buy paid-up additions 
but may be paid in cash, left to accumu- 
late at interest, or applied toward pay- 
ment of premiums or to purchase term 
additions. 








LIFE AGENCY CHANGES 





Goes with Minnesota Mutual 





Jay G. Sigmund, Former Vice-President 
Cedar Rapids Life, Takes Cedar 
Rapids General Agency 





Jay G. Sigmund, who has been vice- 
president and agency director of the 
Cedar Rapids Life, which was merged 
with the United Benefit Life of Omaha, 








JAY G. SIGMUND 


has been appointed general agent at Ce- 
dar Rapids, Ia., for the Minnesota Mu- 
tual Life with office at 403 American 
Trust building. Mr. Sigmund went 
with the Cedar Rapids Life in Decem- 
¢r, 1908, serving as a general agent 
until 1920 when he became vice-presi- 
dent. He started as a personal pro- 
ducer, He served as president of the 
Cedar Rapids Life Underwriters Asso- 
ciation. He got up the course in sales- 
manship used by the Cedar Rapids Life. 
t addition to his life insurance work, 
k t. Sigmund is a writer and is a well 
nown central western poet. He has 
ad published a number of books of 
poems and some short stories. He is 
ne of the leading members of the Mid- 
me Authors, Cedar Rapids Art Asso- 
“ye On and the Cedar Rapids Drama 
ague, 





Get Wichita, Kan., Agency 


Arch Booth and Morris McCready Be- 
come Partners in Massachusetts 
Mutual Office 








A. N. Booth and M. D. McCready 
have been appointed general agents in 
Wichita, Kan., for the Massachusetts 
Mutual Life. They succeed A. D. Lynn, 
who goes to the home office. as assist- 
ant director of agencies. 

Mr. Booth comes into the life insur- 
ance business from his work as assist- 
ant secretary of the Wichita chamber 
of commerce, with which organization 
he has been associated for the past 
eight years. Prior to this time he was 
with the insurance department of the 
Wheeler, Kelly, Hagny Trust Co. of 
Wichita. He is a native of Sedgwick 
County, Kan., and a graduate of the 
University of Wichita. At the univer- 
sity he was president of the student 
council and editor of the university 
publications. 

Mr. McCready was born and edu- 
cated in Wichita. While attending 
Friends University he was active in 
extra-curricular activities and athletics. 
After leaving college he was for four 
years an insurance inspector for the Re- 
tail Credit Company. In 1932 he was 
appointed an agent of the Massachusetts 
Mutual, and for the past 18 months has 
been assistant to General Agent Lynn. 


Wilson Shifted to St. Paul 


A. M. Nelson, who has been man- 
ager of the St. Paul office of the Trav- 
elers the past four years, has been 
named Minneapolis manager to succeed 
A. R. Hustad, resigned. Mr. Nelson 
will continue to have supervisory charge 
of the St. Paul office. 


Canada Life Appointments 


Two appointments announced by the 
Canada Life concern John H. Norton 
who becomes manager at Winnipeg and 
H. H. Henderson who receives the 
managership of the Victoria branch. 

Mr. Norton first became associated 
with the Canada Life through the Los 
Angeles branch. In his first year he 
won a membership in the Century Club 
and followed this by qualifying for. the 
Quarter Million Club. In 1935 he moved 
to Victoria as manager with the opening 
of a new branch there. 

It was in June, 1927, that Mr. Hen- 

















BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


REPORT FOR 1936 








ASSETS LIABILITIES 
PY ys onion ww ame $ 1,991,211 Policy Reserves ....$53,603,652 
EE 0's bamaneniowe 15,755,846 (incl. Funds on 
Ee ee 865,993 Deposit) 
Real Estate : 
Mortgages ...... 14,726,888 a rn oo Sees 
Loans on Policies... 11,025,099 ts 
Real Estate ........ 10,019,989 Claims in Process of 
Premiums Deferred Settlement ...... 140,705 
in course of collec- Accrued Liabilities.. 696,577 
THER ovo ba ec awss-c 1,317,760 Dividend 
Int. & Rents, Due and y — d 223.035 
at 5 « wks 645,918 pportioned ..... 
Miscellaneous ..... 22,569 Reserves and 
Unassigned Funds. 1,707,304 
Total Admitted —_—_—_—_—— 
TOA kn’ hee cane $56,371,273 Total Liabilities . . .$56,371,273 
NGC uw ard Wake eON SG « + « SESE aes de cea $11,083,799 
I ois os anes 00 cin wy Rabie aeiatl 8,529,808 
NS ong ia cake « < 0 che bho Hawtin Ot $ 2,553,991 
Insurance in Force as of Dec. 31, 1936............-- $206,778,741 
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Eighty-Six Years of Service to Policyholders 























A typical experience 
record which illus- 
trates how the “Golden 
Rule Contract” boosts 
an agent’s earnings in 
a given territory. 


The COLUMBUS Wtual 





Magnified 
OPPORTUNITIES 


What future does your territory hold in store for 
you? This man never really knew until he saw his 
field through the “Golden Rule Contract.” Living 
in a city of 75,000 population he earned, last year, 
future renewals on half a million of insurance pro- 
duced by men he recommended to the company 
and a cash bonus of $1040 on their efforts. Added 
to this substantial income he had commissions on 
his own personal production with vested renewals 
for 15 years. 


The Golden Rule Contract offers the same oppor- 


tunity to every good producer. 
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“Sweetest Income 
in America” 


HAT’S what a “big time” 

life underwriter said of the 
side commissions obtainable 
from selling income protection. 
Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 
Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 











derson made his first contact with the 
company as a member of the North 
Saskatchewan branch and in June, 1935, 
he was appointed district manager at 
Tisdale, Sask. Mr. Henderson has been 
a member of the production clubs for 
three years. 


Roby Detroit General Agent 


Home Life of New York Is Establish- 
ing a Second Agency in Detroit— 
Expanding Its Operations 








The Home Life of New York has 
appointed Charles T. Roby as a general 
agent in Detroit, and is opening its 
second general agency in that city under 





CHARLES T. ROBY 


his direction. The company has been 
represented in Detroit since 1887, and its 
present general agency is now headed by 
A. D. Sutherland, who started with the 
Home Life as an agent and has advanced 
to his present position in the past 3% 
years. 

Mr. Roby began his insurance career 
as a representative of the John Hancock 
Mutual in Chicago, later transferring to 
Detroit, where with the exception of 
two years he has maintained a continu- 
ous connection with the McCauley 
agency of the John Hancock. 

The Detroit area has shown a de- 
cided increase in new business activities 
which warranted the establishment of 
an additional agency there, in accord- 
ance with the company’s multiple agency 
plan of development in metropolitan 
centers. Mr. Roby’s appointment is the 
third new agency office to be established 
in Michigan the past year, and it is 
anticipated that further expansion will 
take place throughout that state. 





Victor Pettric Resigns 
Victor F. Pettric has resigned as Los 
Angeles general agent of the Ohio Na- 
tional Life and will devote his entire 
time to personal production. 





Winnipeg Manager Retires 


The Canada Life announces the re- 
tirement of C. E. Bissell, manager of 
the Winnipeg branch. He takes a three 
months’ leave of absence. At a later 
date Mr. Bissell plans to resume his as- 
sociation with the company in some 
other capacity. 

Mr. Bissell has been connected with 
the Canada Life since November, 1910, 
when he was an agent at Brockville, 
Ont. In 1920 he became district man- 
ager and eight years later was assistant 
branch manager for eastern Ontario. 
The following year he took over the 
managership of the branch at Calgary 
and in 1935 was appointed manager at 
Winnipeg. 


Gros Is Memphis General Agent 


The State Mutual Life has appointed 
Jeff Gros general agent at Memphis. 
The company has two general agencies 
in Tennessee, both long established. 
The other is at Knoxville. Mr. Gros 
has had 11 years’ experience in life 








insurance in Memphis, seven as agent 
and three as supervisor. At the time 
of his appointment he had been asso- 
ciate general agent of the Massachus- 
etts Mutual for a year. 

Born in New Orleans almost 33 years 
ago, Mr. Gros’ family moved to Mem- 
phis when he was 6 years old. He re- 
ceived his schooling there, and at- 
tended Christian Brothers College, 
where he participated in sports, includ- 
ing football, tennis and basketball. He 
is now president of the Memphis Life 
Underwriters Association and_ vice- 
president of the Tennessee state asso- 
ciation. 


Newman Resigns at Philadelphia 


Harry Newman has resigned as man- 
ager of the Union Central Life in Phi- 
ladelphia and will devote his time to 
personal production. He went to the 
city two years ago to take the manage- 
ment in succession to the late A. Rush- 
ton Allen. The Philadelphia agency 
was second in the Union Central group 
last year, the first being the C. B. 
Knight agency of New York City. H. 
N. Hamilton, assistant superintendent 
of agents, is in temporary charge at 
Philadelphia. 


American United at Omaha 


P. G. Hinchey, assistant district man- 
ager John Hancock Mutual Life in 
Omaha the last two years, has been ap- 
pointed general agent of the American 
United Life in Omaha. He will have 
offices at 1032 Redick Tower. 


Cammack, Jr., Made Associate 


C. W. Cammack, Jr., has been ap- 
pointed associate general agent for the 
John Hancock Mutual Life at Hunting- 
ton, W. Va. Mr. Cammack has been 
with this agency, of which his father is 
general agent, since 1926 and his ap- 
pointment comes; simultaneously with 
his father’s 45th anniversary in the serv- 
ice of the John Hancock. 


Opens Mining District Branch 

To enlarge and supplement its service 
in the Kirkland Lake district, the Can- 
ada Life has opened a new branch office 
in the heart of the northern mining 
fields at Kirkland Lake, Ontario. H. W. 
Hare is made branch manager. Previous 
to taking this new post Mr. Hare was 
associated with the London branch. 


Opens New Montreal Agency 


The London Life has opened a second 
ordinary agency in Montreal, in the 
Confederation building, under the man- 
agement of Irving Riddell, who has 
been district supervisor for the past five 
years. The ordinary agency in the Can- 
ada Cement building continues under 











the direction of J. M. Brown. The 
company has four industrial agencies jp 
Montreal. 


Moved to Amarillo 


S. D. Planz, who has been with the 
Dallas branch office of the Banker; 
Life of Iowa, has been transferred t 
Amarillo, Tex., as supervisor of the 
Panhandle territory. He has been jp 
insurance several years, specializing jy 
income and inheritance tax insurance 
coverage. 


Heads Buffalo Agency 


S. S. Colicchia has been appointed 
general agent for the Manhattan Life 
in the Buffalo district. He has opened 
offices in the Brisbane building. 











T. S. Pointer Resigns 


T. S. Pointer, general agent Home 
Life of New York in Denver for the 
past two years, is resigning. The home 
office states that the agency in the U, §, 
National Bank building in Denver wil 
continue in operation. 


Territory Is Divided 
Fifty-seven Indiana counties have 
been added to the southern Ohio terri. 
tory of the Reliance Life at Cincinnati 


the Gary and South Bend territory 
being placed under the supervision of 








THE RECORD SHOWS 


THIRTY YEARS 


ot 


PERFORMANCE 
STABILITY ¢ SECURITY 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. R. SMITH 


F. L. ALEXANDER 
President Field Vice-President 


LAFAYETTE, INDIANA 

























Note: 
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center of the picture, 
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the Chicago office. S. C. Martin, for- 
merly Indiana manager at Indianapolis, 
- has resigned because of ill health. R. C. 
© o’Connor is Cincinnati manager. Mr. 
© Q’Connor’s agency had a 100 percent 
> jncrease in paid for business in 1936, 









Henriques Assistant Manager 


H. D. Henriques has been appointed 
" assistant manager in the eastern Penn- 
> sylvania department for the Reliance 
| Life with headquarters in the Lincoln 
© Liberty building at Philadelphia. C. A. 
' Chambers is manager. Mr. Henriques 
' was in general business life and then 
; | joined the California agency of the Re- 
inted BH jiance Life. He returned to Philadelphia 
Life Bix months ago. 


ened 

' Cowling with Pacific Mutual 
_ J. F. Cowling has joined the W. R. 
Letcher state agency of the Pacific Mu- 














=" F tual Life, Jacksonville, Fla., as agency 
» organizer. 

1.7 ' Mr. Cowling was formerly a general 

~‘yij [E. agent in Florida and has recently been 
' general agent at Asheville, N. C., of the 
| Minnesota Mutual Life. 

have Me Bell Made Illinois Manager 

ave 

ter © oN. E. Bell, for four and one-half years 

nnat, @ Alabama manager of the State Farm 

“itory A companies, has been appointed Illinois 

yn of manager with headquarters at the home 


ais 


office in Bloomington. 








West Coast’s New Houston Office 


The West Coast Life has opened an 
agency in Houston, Tex., at 1011 Shell 
building, with L. J. Roempke, who has 
been field supervisor of the San, An- 
tonio agency, as manager. 





EELS ere 








Opens New Life Department 


The Campbell & Konering agency 
} recently opened a life insurance depart- 
ment, representing the Reliance Life, in 
St. Louis. John Eschenbrenner is man- 
ager of the new department. 

















Trunk Assistant at Fresno 


H. F. Trunk, field assistant in the 
San Francisco office of the Travelers, 
has been appointed assistant manager at 


SEERA ATEN AMES ENE iy POO 93 








Heads the Agency 

















Cc F. 


ZAHNISER 


C. F. Zahniser becomes head of the 
home office general agency of the Stand- 
ard Life of Pittsburgh in its own build- 
ing there. The agency was formally 
opened Monday. He has been asso- 
ciated with the head office for five years 
filling different positions. 








Fresno. A. S. Holman is manager in 
San Francisco. 





Life Agency Notes 


T. B. Jones and N. W. Lamb have 
been appointed general agents in Co- 
lumbus, O., for the Indianapolis Life. 

Mark Hutterer has been appointed spe- 
cial agent at Los Angeles for the Na- 
tional Life of Vermont, serving agents 
and ‘brokers. and will establish a brok- 
erage department for the agency. 

The American National of Galveston 
has appointed A. J. Sageley general 





agent at Dover, Tenn. He has been in 
insurance work there 12 years. 


policy. Each time the agent when sell- 
ing a policy makes a picture of the 
child and leaves it with the parent for 
a note on the back to be attached to the 
policy. 


Columbus Mutual Michigan Rally 


The Michigan State Club of the 
Columbus Mutual Life will hold its an- 
nual meeting April 10. All arrange- 
ments and program details are in charge 
of James A. Preston, sales manager at 
the home office. 





Norfolk, Va., Meeting Held 


Three home office officials of the Lin- 
coln National Life spoke at the meet- 
ing of the Ben Simon agency in Nor- 
folk, Va. A. L. Dern, vice-president 
and director of agencies, urged an in- 
crease in the average size of policies and 
outlined plans for expansion in 1937. W. 
T. Plogsterth, director of field service, 
discussed the promotion activities, direct 
mail plans, and sales programs for 
March. A. H. Hammond, superintend- 
ent of agencies, advocated continued use 
of the time organizer and outlined meth- 


ods of following through on company 
plans. General Agent Ben Simon pre- 
sided. 


W. C. Schuppel Is Speaker 


PORTLAND, ORE., March 4.—The 
nation’s real source of social security is 
the $23,000,000,000 of assets accumulated 
by the owners of $100,000,000,000 of life 
insurance, declared W. Schuppel, 
executive vice-president Oregon Mutuai 
Life, at the district sales conference of 
the Edgar W. Smith agency of that 
company. About 38 members of the 
agency were in attendance. 





New Agency Has Meeting 


The L. C. Furniss agency, which cov- 
ers western Michigan for the Minne- 
sota Mutual Life, held its first meeting 
in Grand Rapids. H. J. Cummings, 
vice-president and superintendent of 
agencies, and L. E. Douglass, general 
agent in Detroit, were guests. 

The agency was formed Feb. 1, and 
celebrated at its first month’s anniver- 
sary by appointing 16 men and writ- 





ing of over $120,000 of new business. 
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‘New York Life Agents to 
Meet in Club Conventions 


























Places and dates of the various Nylic 
-2nnual conventions of the New York 
Life are announced. The Top Club 
members from coast to coast will meet 
»f )4t the Banff Hotel, Banff Springs, Can- 
pada, Sept. 14-18. The western division 
of the $200,000 Club will meet at the 
H} Stanley Hotel, Estes Park, Colo., Sept. 
ff 99-11, and the central, great middle, 

}orthwest and mid-west departments of 
Pathe $100,000 Club at the Grand Hotel, 
| Mackinac Island, Sept. 9-10. 















































































J. L. Taylor Agency Rally 

SPRINGFIELD, ILL., March 4.— 

he Springfield agency of the Mutual 

Life of New York held its annual meet- 
ing here with representatives from 46 
central Illinois counties in attendance. 
John L. Taylor, Springfield manager, 

mrresided. Talks were made by Mr. Tay- 
sor, Edward F. Wagner, agency organ- 

al H. O. Plummer, service representa- 
ove, and J. J. Norton, district manager 

Ft Bloomington, Til, 

é = a luncheon Roy L. Davis, assistant 
surance director, talked on “Increasing 
ersonal Efficiency.” 

peakers at the afternoon session were 
* ., Robinson, editor “Insurance Sales- 
wa talked on “Prospecting,” 
in - ill Taylor of the Franklin Life. 
held € evening a dinner meeting was 
edit with V. Y. Dallman, Springfield, 
putor of the “Illinois State Journal,” 
aS guest speaker, 

























































































Reliance Life Southwest 
Texas Agents Hold Meeting 


T. J. McKenna, vice-president in 
charge of underwriting for the Reliance 
Life of Pittsburgh, and V. J. Adams, 
superintendent of agencies of the west- 
ern division, who have been visiting 
branch managers in the middle west, 
Colorado and southwest, were guests 
at a San Antonio agency meeting for 
southwestern Texas branch representa- 
tives. L. A. Hanley, southwest Texas 
branch manager, presided. 

Leather-bound records of production 
for the branch, containing photographs 
of the agents and a statement of pro- 
duction of each agent for Jan. 27 to 
Feb. 27, were presented to Mr. Mc- 
Kenna and Mr. Adams. Bert Perry of 
Corpus Christi, leader in sale of health 
and accident, stated that its appeal is to 
every professional man and that when 
properly presented will increase produc- 
tion in life insurance. Mr. Adams spoke 
on building prestige. He said: “Men 
fail in the life insurance business because 
of lack of building prestige.” He then 
showed how in a town of very small 
population an agent had built prestige 
through the placing of his name before 
the people by use of small advertise- 
ments throughout the local newspaper, 
and how he went out and explained the 
policy in detail when delivering. 

Mr. Adams told of another who spe- 
cializes in juvenile policies for educa- 
tion, keeping in touch at all time with 
the parents, using a display of photo- 
graphs made at the time of writing the 
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VIEWED FROM NEW YorRK 





W. J. PEDRICK ON RADIO 
W. J. Pedrick, general agent in New 
York City of the Equitable Life of New 
York, who for 20 years has devoted his 
- life to the guidance of the Fifth Avenue 
Association’s work in maintaining qual- 
ity and good taste on Fifth Avenue, 
spoke over station WQXR in the 
speakers’ forum of the air last week. 
His subject was “Preserving Fifth Ave- 
nue as ‘New York’s Quality Street.” 

*x* * * 
SOME FEBRUARY FIGURES 


The Julian S. Myrick agency of the 
Mutual Life of New York in New York 
City reports paid-for business for Feb- 
ruary $1,963,930 as compared with 
$1,591,439 a year ago. For the year the 
total paid-for business amounted to 
$4,943,889 as compared with $4,300,057. 

The Fraser Agency of the Connecti- 
cut Mutual Life in New York City paid 
for $1,083,556 as compared with $662,- 
803 for February of last year. Paid 
for figures so far this year are $2,593,- 
665 as compared with $1,448,112. 

me 
WHY SALESMEN GET FIRED 

Hilman-Cuil, 56 Fifth avenue, New 
York, has put out a new book, “Why 
Salesmen Get Fired.” The titles of the 
chapters indicate the scope of the book. 
They are, “Who Does the Firing?” 
“Copybook Virtues,’ “Men and Molly- 
coddles,” “Misfits and Misery,” “Woman 
Trouble,” ‘Lady Luck” and “Old Man 
River.” The book can be bought from 
‘THE NATIONAL UNDERWRITER for $1. 

x * * 
DISABILITY DECISION AFFIRMED 


The appellate term of the supreme 
court, first department, New York City, 
has affirmed the judgment in the case of 
Israel Goldstein vs. Equitable Life, 
N. Y., in which the city court held that 
an applicant for life insurance is not 
obligated to recall visits to his physician 
for minor complaints and his statement 
that he had not visited a physician was 
not misrepresentation such as would 
justify a denial of liability on part of 
claim made under the disability pro- 
vision. 

*x * * 
BOOKSTAVER AGENCY AHEAD 

The Joseph D. Bookstaver agency of 

the Travelers in New Cork City, which 


By R. B. MITCHELL 








led all the company’s general agencies 
countrywide for 1936, showed a gain in 
paid for business of 10.7 percent for 
February and 18.3 percent for the year 
to date. New business submitted dur- 
ing February showed an increase of 227 
percent over last February. This enor- 
mous increase is attributed by manager 
Elias Klein to the increase in rates 
which became effective Mar. 1. 


* * x 


LECTURE SCHEDULE CHANGED 

D. B. Maduro, attorney, who was to 
have addressed the Apr. 1 lecture on the 
technique of selling in the series spon- 
sored by the New York City Life Under- 
writers Association, will speak Mar. 4. 
His appearance in this week’s lecture 
will replace the symposium on specialty 
sales originally scheduled for Mar, 4. 


x Ok Ox 
MORTGAGE CONFERENCE 


The Mortgage Conference of New 
York, of which three life companies are 
members and whose conferences are at- 
tended by representatives of a number 
of other life people, will hold its annual 
convention Mar. 8 at the Hotel Com- 
modore, New York City. 

P. A. Benson, president Dime Savings 
Bank of Brooklyn, and second vice- 
president American Bankers Association, 
will speak on recent changes in home 
loan financing, such as savings and loan 
organizations and the F. H. A., and 
their effects on _ institutional lenders’ 
F. V. Goess, vice-president Manufactur- 
ers Trust of New York will discuss 
methods for improving construction 
standards. F. W. Eckert, Chicago part- 
ner of a prominent New York account- 
ing firm, will talk on the results of a 
survey made by his firm of the Chicago 
century of progress exposition’s effects 
on hotel trade there and the effects that 
may be expected in connection with the 
coming New York world’s fair in 1939. 

August Ilefeld, Jr., executive vice- 
president Savings Banks Trust Co. of 
New York will discuss the proposat! for 
state mortgage banks from an institu- 
tional point of view. C. G. Dailey, presi- 
dent, New York Real Estate board, will 
talk on the real estate man’s point of 
view on questions affecting both owners 
and mortgagees. Paul Windels, New 
York City corporation counsel, will dis- 
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cuss what the new city charter means 
so far as city planning and zoning are 
concerned. The new charter sets up a 
new agency, the city planning commis- 
sion, 

Life company members of the mort- 
gage conference are the Aetna Life, 
Home Life of New |York, and Con- 
necticut Mutual Life. 

x * Ox 
YOVITS OFFICE IN DRIVE 


The Albert Yovits agency, leading of- 
fice for the Security Mutual Life for the 
last six years, launched its thirteenth an- 
niversary campaign with a_ breakfast 


Feb. 27. 


per, 





of all activities. 


Extensive advertising has bey é 
arranged as well as several direct mj 
campaigns. 
been designed by A. G. Weil, manage 
service department, who is in full charg) 
At the end of the can) 
there will be a dinner at one@ 

New York’s leading hotels, which 
be attended by President F. D. Russel, F 


Attractive 


x * x 


WOFFORD AGENCY GAINS 


The Harris L. Wofford agency of th : 
Prudential in New York city paid fy G 
$535,351 in February as against $50, 
113 for February a year ago. 
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Answer Industrial Charges 





Facts on Cost of Handling Policies 
Brought Out at Massachusetts 
Legislative Hearing 





BOSTON, March 4.—Insurance coun- 
sel and actuaries of the Metropolitan, 
Prudential, John Hancock and New 
England Mutual Life, attended a hear- 
ing before the insurance committee of 
the Massachusetts legislature to oppose 
the perennial Katz bill asking for an 
investigation of life companies. C. G. 
Taylor, Jr., second vice-president of the 
Metropolitan, showed it would cost in- 
dustrial policyholders twice as much to 
pay their weeky premiums by mail as 
the present expense of collections by 
agents and that lapses would be greatly 
increased. If all the company officers 
worked for nothing in the Metropolitan 
it would make a difference of only about 
one-fifth of 1 percent in the expenses of 
the company, said Mr. Taylor. Counsel 
Byron K. Elliot of the John Hancock 
said 98 percent of his company’s indus- 
trial death claims are paid to named 
beneficiaries. Valentine Howell, associate 
actuary of the Prudential, and George 
Hoague, associate counsel of the New 
England Mutual Life, also opposed the 
bill. 

Sponsors for two measures which 
would forbid industrial life companies 
to deduct agents’ commissions in cases 
of lapses failed to appear before the 
committee. 





John Hancock Changes 
Made in Several Points 


R. J. Casey, formerly manager of the 
John Hancock Mutual in Chicago No. 6, 
has been transferred to Mt. Vernon 
succeeding J. F. Shiel, who will continue 
with the company in another capacity. 
Mr. Casey started as an agent at Water- 
bury, Conn., in December, 1923, and a 
year later was made an assistant. In 
August, 1928, he was transferred to New 
Haven and his outstanding record as 
an assistant there resulted in his ap- 
pointment as manager of Chicago No. 6 
in November, 1934. J. J. Hurley, man- 
ager at Davenport, takes charge of Chi- 
cago No. 6. He started as an agent in 
Chicago in February, 1927. Later he 
was made an assistant and was pro- 
moted to the managership at Davenport 
in January, 1932. 


Became Chicago Agent in 1926 
J. T. Keating, formerly assistant man- 


ager of Chicago No. 5, is appointed 
manager at Davenport. Mr. Keating 
started in Chicago No. 5 in Septem- 


ber, 1926, as an agent and later was 
appointed assistant. Through the illness 
of Manager Morgan, Mr. Keating was 
made assistant district manager-in- 
charge in December, 1935. On Mr. 
Morgan’s return to the office last De- 
cember, Mr. Keating resumed his for- 
mer position. 

N. D. Costuma, formerly assistant 
Francisco No. 1, becomes manager at 
Long Beach, Cal., following the resigna- 
tion of R. L. Bostwick. Mr. Costuma’s 
entire service has been in San Francisco 
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of the Bellingham, Wash., agency, g 


their new 


The two officials from the Paci 
Coast head offices 
spoke at a dinner in Seattle for Wash” 
ington star salesmen and members of tht 


H. Almy, 


1, starting as an agent there spy 
and later becoming an assistani™ 


‘Honor Coast Leaders 
superintendent ¢ 
agencies of the Metropolitan Life, a 
companied by Dr, 





manager. 


in 


$100,000 Club. 


Mr. 


Almy awarded 
trophy to the Aberdeen, Wash., distri 


at a dinner in Olympia. 
attended a dinner in Portland, Ore. fo?" 
Oregon star salesmen and $100,000 Chile by 


members. 


F. J. Williams, second vice- -presiden 
presided at a $100,000 Club meeting i 


Los Angeles. 


John T. Keating Honored | 


Members of the Chicago 5 
the John Hancock Mutual gave a din 
ner in honor of John T. Keating, whl e 
has been promoted to manager at Day 4 


enport, Ia. 


Western & Southern Rally 


The Western & Southern 
chosen April 29-30 and May 1 for th 
time of the 


Cincinati. 


George H. Furbish, formerly assistatl 
superintendent of the Prudential in Nay 
Haven, is now in charge of the Pat 
tucket (R. I.) office as superintendell® 
He succeeds Thomas Mullen, retired. 
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re hie 
| COMPANIES 
he campy 
. one cp . ° 3 
ich vil os mopolitan Old Line’s 
usse . 
Policyholders Ask Control 
'S 
, of thpem Petition has been filed in district 
aid fp weourt at Lincoln, Neb., by seven policy- 


holders of Cosmopolitan Old Line Life 
Lincoln asking that the insurance de- 
partment be divested of control of that 
ompany and that the assets be turned 
back to policyholders. The petition sets 
“Forth that the cause for the order di- 
MFecting the department to take charge 
"has been removed, if it ever existed. 

» Petitioners asked that the policyhold- 
‘F trs be convened with directions to elect 
new board, excluding from member- 
hip those responsible for past misman- 
gement and those that have a personal 
interest in the management inconsistent 
th their interest as policyholders. 
Objections to the size of the $12,000 
ee allowed Bernard Gradwohl, attorney 
or policyholders in Cosmopolitan Old 
ine, have been filed with the district 
ourt by Insurance Director Smrha. 
{r. Smrha says that all that has been 
accomplished so far has been a judg- 
nent for $193,000 against President 
fatthews, whose appeal may result in a 


ent 
ife, a 
ard, a 
welfare 

s 


—_ “denial of any liability on his part, and 
office athe Procurement of an order transferring 


$84,000 from one fund to another. What- 
ever good may have been accomplished 
by the attorney up to date, he says, 
should be offset against the fact that the 
“Suit resulted in closing the company. 
Whe director also objects to any allow- 
ance for fees for expert accountants 
ho helped Gradwohl make his case. 
Whe court allowed a Lincoln firm $3,- 
| 9000. The director objects to the order 
a dit} “which requires these fees to be paid out 
“Sof the cumulative thrift endowment 
“Bund; to the part of the order indicating 
“that further attorney fees will be paid 
Of the suit against Matthews is finally 
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Six Modern Legal 
Reserve Contracts 


®Ordinary Life 

©Twenty Payment Life 

© Endowment at Seventy 
®Twenty Year Endowment 
®Family Income 

@juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 


tana, Nevada, Utah, and Wyo- 
ming. 











Write for particulars and 
open territory to 


PETER F, GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 






















won, and to the payment of costs by the 
company in the effort to secure fina! 
judgment. 

The department also asked dismissal 
of the petition of intervention filed by 
other policyholders who want the court 
to order the director to restore the 
company to them. The director says 
this is, in its essentials, a separate law- 
suit, and that the intervenors are not 
necessary parties to the pending con- 
troversy. 





American United Statement 


There is much interest in the annual 
statement of the American United Life 
of Indianapolis which is a combination 
of the American Central Life and the 
United Mutual. The assets are now 
$45,764,061, of which $23,498,796 are 
government and municipal bonds, $2,- 
775,205 railroad, $3,265,585 public utility, 
$5, 119 ,889 real estate including its home 
office building, $1,341,362 farm mort- 
gages, $1,935,175 city mortgages, $6,- 
460,813 policy loans, mortality and in- 
vestment fluctuation reserve $136,265, 
surplus $45,764,061, insurance in force 
$267,767,881. 





Revives Its House Organ 


The Protective Life of Birmingham 
has revived “Protective Life Lines” 
after three years’ inactivity, It was 
published as a weekly bulletin. The 
new bulletin will be known as “Field 
Flashes.” The editorial policy will be 
built around the theme of “Accomplish- 
ments.” = T. Hammer, director of 
agency service, is in charge. 





Halt Redwood Mutual’s Operation 


As the result of a recent examination 
of the Redwood Mutual Life Associa- 
tion, offices of which were recently 
moved from Fresno to San Francisco, 
the California department found that its 
financial condition was such as to war- 
rant the filing of application for ap- 
pointment of a conservator. A tempo- 
rary restraining order and order to show 
cause has been issued 


Shifts Are Announced in 
Michigan Department Staff 





LANSING, MICH., March 4.— An- 
nouncement is made by Commissioner 
Gauss of a departmental shift under 
which L. H. Sanford, a member of the 
department’s examining force for-a num- 
ber of years, becomes second deputy 
commissioner to succeed R. M. Morse, 
who returns to his former position as 
head of the licensing division. 

Mr. Morse was made second deputy 
by former Commissioner Ketcham last 
fall following the resignation of J. E. 
Reault to go with the Maccabees, De- 
troit fraternal. 

Commissioner Gauss is making some 
additions. to the department’s clerical 
staff, which has been somewhat inade- 
quate because of a small department 
budget. He is making a drive for a 
larger appropriation from the legislature 
and has been assured support from 
agents, companies and other groups, in- 
cluding influential members of the in- 
surance committees of both houses. 


Advertising Awards to Travelers 


For the second successive year the 
Travelers has been accorded honors in 
the annual advertising awards sponsored 
by the trade periodical, “Advertising & 
Selling.” Three Travelers advertisements 
which appeared in national publications 
during 1936 were given honorable men- 
tion “for a series of advertisements most 
distinguished for excellence of layout, 
art and typography.” The Travelers won 
first prize for a “Saturday Evening Post” 
advertisement captioned “Thoughts at 
Thirty-Nine,” which was voted the most 
distinguished advertisement of any kind 
published during the year 1935. 


F. M. Fretwell, 51, sent of the New 
York Life in Seattl e, died suddenly 
while on a trip to Victoria, mC. 











LEGAL RESERVE: FRATERNALS 





Lutheran Mutual Aid’s Year 


Some of the Chief Items in the Annual 
Statement Show Substantial 
Increases P 








The Lutheran Mutual Aid of Wav- 
erly, Ia., in its new statement shows 
assets $6,973,202, of which $3,317,481 or 
47.6 percent are first mortgage loans; 
$1,916,733 or 27.5 percent bonds; real 
estate and office building $500,320 or 7.2 
percent; policy loans $632,405 or 9.1 
percent. Its dividend reserve is $140,000, 
contingency reserve $465,631, net sur- 
plus $393,369. Its total policyholders 
surplus is $1,016,154. Its insurance in 
force is now $49,117,387, a gain of al- 
most $5,000,000 over last year. Its as- 
sets increased $972,000 and its surplus 
$186,000. 

It has declared a special dividend to 
policyholders equal to 100 percent of 
the regular dividend. The net rate of 
interest earned was 4.24 percent, mor- 
tality ratio 36.99 percent, ratio of assets 
to liabilities 117.06 percent. 


Modern Woodmen Is Cleared 


Report of Eight State Examination 
Finds Rock Island Society 100 


Percent Solvent 


With the filing on the part of the IIli- 
nois department of the examination re- 
port of the Modern Woodmen of Rock 
Island, Ill, in which the society was 
declared to be 100 percent solvent, the 
inquiry as to the solvency of the society 
has now been concluded, according to 
Insurance Director Palmer of Illinois. 
Eight states participated in the exam- 
ination. The audit was made as a re- 
sult of agitation started by assured in 
Missouri who sought to have Modern 
Woodmen placed in federal receivership. 

Total assets amount to $63,177,166, 
policy reserves $59,835,622 and unas- 
signed funds $1,470,374. 

The report states that numerous real 
estate exchanges appear not made in 
accordance to Illinois laws, but the titles 





are not endangered..The mortality dur- 





LUTHERAN MUTUAL AID SOCIETY, Waverly, lowa 


Legal Reserve 


Life Insurance 


STATEMENT OF FINANCIAL CONDITION 
as of December 31, 1936 





(From the Annual Report Submitted to the Iowa Insurance Department) 
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ASSETS 


% 
47.6 First Mortgage Loans.$3,317,481.44 


On farm property $1,522,201. 85, 
and on city property, $1, 795,- 
279.59, the total being ap- 
praised at $11,270,547.64. 


OE) CETTE LOL. $1,916,733.44 
OO aE. ooo ac wecicceses NONE 
7.2 Real Estate and Office 

RAMEE cdidscccessewes $ 500,320.39 
Home Office Bldg., $73,800.00. 
Other Real Estate, $334,006.63. 
Real Estate sold under con- 
tract, $92,513.76. 
9.1 Certificate Loans ...... $ 632,404.61 


In an amount not to exceed 
the reserve to the credit of 
the certificate. 


1.5 Interest Due and Ac- 


GUNN Sb cir cedeakexe? 109,099.22 
On mortgages, bonds, cer- 
tificate loans, etc. 
3.2 Cash in Banks......... $ 221,376.90 
3.9 Premiums Due and De- 
eee ee eee $ 275,786.09 


Payments past due 

partly in hands of 

local secretaries ..$110,597.31 

Unpaid part of 1936 

annual payments 

made on monthly, 
quarterly, semi-an- 

nual basis .......0- $165,188.78 


100.0 Total Admitted Assets .$6,973,202.09 


NOTE: All securities owned by the Society are 
deposited and in the safe keeping of the Commis- 





LIABILITIES 
Net Tabular Mean Reserve.$5,615,218.23 


This reserve with interest and 
future payments is sufficient to 
mature ail outstanding certif- 
icates_ according to the Amer- 
ican Experience Table of Mor- 
tality. 

Advance Premium and Interest 


Payments 
Many members pay their pre- 
miums and interest in advance 
to avoid the possibility of over- 
looking them at the due date. 

Reserve for Claims.......... $ 143,111.91 
This amount is set aside to 
provide payment of death and 
disability claims due in install- 
ments. Also to assure payment 
of claims for which complete 
proofs have not been received. 

Refund Accumulations...... $ 104,694.75 
Dividends left with the Society 
by members, for future use. 

Refunds Due and Unpaid... .$ 
Dividends unpaid because mem- 
bers have not designated choice 
of option. 

Miscellaneous 
Expenses due and 

accrue: 
Unassigned Investment 
unds 
Total Liabilities 
Total admitted assets are 
17.06% more than required by 
law to cover above obligations. 


Expense Fund 


75,756.44 


9,243.40 


9,023.11 


Reserve ...... $ 17,154.15 
Reserve for 1937 

Dividends ..... 140,000.00 
Reserve for Con- 

tingencies . 465,630.88 


Unassigned Surplus 393,369.22 
Surplus to Protect Members .$1,016,154.25 











Receiver Guana Fa Mag ey: Bs oe To Balance Assets. .$6,973,202.09 
Net rate of interest earned 4.24%. Actual to expected mortality 36.99%. 
Ratio of assets to liabilities 117.06%. 
PROGRESS 

Surplus (Dividends) 

Decem- jurp! 
rance i Admitt Assigned and Benefit: Returned t 

saet ae ¥ —— Goa tened) Paid . Sembere | 
1928 $18,466,955 $1,730,173 $ 280,184 $3,112,283 $139,565 
1938 30,093,652 2,863,994 341,957 3,365,928 279,807 
1931 33,123,877 3,628,873 516,042 3,492,146 373,663 
1932 33,305,658 4,193,483 549,339 3,619.560 471,759 
1933 33,571,232 4,727,361 651,717 3,762,314 569,648 
1934 37,892,867 5,339,327 821,540 3,904,252 688,031 
1935 44,328,674 6,001,370 830,547 . 4,104,652 789,892 
1936 49,117,387 6,973,202 1,016,154 4,318,125 930,441 
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ing the past five years is about 27 per- 
cent in excess of that provided by the 
mortality table by which most of the 
reserves are measured. Immediate steps 
must be taken to halt the depletion of 
the expense fund, according to the re- 
port. 

A reduction in some salaries, elimina- 
tion of some jobs, consolidation of the 
national offices at Rock Island and 
changes in the accounting procedure are 
recommended.. 


Classification of Assets 


About 73’ percent of Modern Wood- 
men’s assets consist of government, 
state and high grade municipals while 
the rest are in mortgages and premium 
oans. 

The examination was started in Sep- 
tember with Illinois, Kansas, Minnesota, 
Pennsylvania, South Dakota, Virginia, 
Washington and Wisconsin participat- 
ing. 

Modern Woodmen has about $700,- 


The A. 0.U.W. of 
North Dakota 


Writes 


All Forms of Modern Life 
Insurance Contracts 


ORDINARY LIFE 
LIMITED PAY 
ENDOWMENTS 
FAMILY INCOME 
JUNIOR INSURANCE 
DOUBLE INDEMNITY 


BRADLEY C. MARKS 
Grand Master Workman 





Non-cancellable Sickness and Accident Insurance. 
Operating on a Legal Reserve Basis 


Home Office - Fargo, North Dakota 


000,000 of insurance in force and a 
membership of 500,000. 


O’MALLEY NOT CONVINCED 


JEFFERSON CITY, MO., March 4. 
—Superintendent O’Malley has declined 
to accept the report of the examination 
of Modern Woodmen as conclusive so 
far as the Missouri department is con- 
cerned. 

“T revoked the license of the Modern 
Woodmen on grounds both of moral 
and financial insolvency, the former 
having been admitted by its officers,” 
Mr. O’Malley asserted. 

“Technically speaking, it is almost im- 
possible, under our laws and the laws 
of other states, no matter what its con- 
dition, to declare a fraternal insolvent 
because, remarkable to relate, bad influ- 
ences in fraternal insurance have been 
able, since the inception of such socie- 
ties, to prevent the passage of proper 
regulatory laws. 

“They have the right to assess their 


E. J. MOORE 
Grand Recorder 
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Forty Years of Praiseworth Ly Service 


Genuine Service and Our Modern Policies 
Go Hand in Hand 
WwW 


January,’ 1937, We Issued Three New Junior Policies:—Ordinary Life, 
Endowment at Age 65 and Educational Endowment at Age 18. 

We Have A Complete Line of Adult Policies—American Experience 
Table of Mortality—3% Interest Basis. 

Maybe You Will Fit Into Our Organization As A Field Representative. 


Write to i] 
Equitable Reserve Association 
NORTON J. WILLIAMS, Vice President 
Neenah, Wisconsin 


1937 














members at will and at the same time 
reduce their benefits. If a member re- 
fuses to stand the premium increase and 
the benefit reduction, he stands sus- 
pended, and that much liability is dis- 
posed of.” 


Million and Half Refunds 
to W. O. W. Policyholders 


Nearly 300,000 checks totaling $1,500,- 
000 were mailed Feb. 25 to members of 
the Woodmen of the World. They 
represented refunds of premium assess- 
ments to members in good standing 
Dec. 31, 1936, who have held beneficiary 
certificates, for more than two years. 

“In two years the Woodmen of the 

World -has returned $3,000,000 to its 
members through these refunds,” De E. 
Bradshaw, president, said. “The refund 
of 1936 assessments comes as a result 
of exceptional gains in membership and 
in financial strength.” 
. More than 90,000 new members, with 
insurance protection of more than $108,- 
000,000, were enrolled during the past 
year. The net increase in membership 
was more than twice that of the pre- 
ceding year. The association increased 
its assets in 1936 to almost $125,000,000. 
The refund comes in addition to the 
payment of $9,753,600 in benefits and 
$4,062,156 in loans made on certificates 
during 1936. 


Heads St. Louis Chapter 


M. F. Napier, Aid Association for 
Lutherans, has been elected president of 
the St. Louis chapter of the Missouri 
Fraternal Congress. Other officers are: 
Vice-president, Mrs. Edna Glenn, Wood- 
men of the World, and secretary-treas- 
urer, Mrs. Reba Saunders, Royal League. 
a educational drive will be 

eld. 











Old Fraternalist Dies 


E. N. Samdahl, 78, long active in the 
Beavers, its first secretary and for sev- 
eral years on the board of the National 
Mutual Benefit, which absorbed the 
Beavers, died at his home in Madison, 
Wis., after an illness of several months. 
He was born in Norway but had lived 
in Wisconsin since he was 20 years of 
age. 





Fraternal Notes 
The Croatian Catholic Union, of Gary, 
Ind., has applied for license in California. 
The Equitable Reserve Association of 
a Wis., is withdrawing from Cali- 
ornia. 


CHICAGO 


PRUDENTIAL AGENCY CONTEST 


The La Salle ordinary agency of the 
Prudential, A. Van Goldman, manager, 
is conducting a unique five weeks’ con- 
test, based on Dun & Bradstreet ratings. 
“Assets” of the Prudential are distrib- 











‘uted among the 27 producers in the form 


of stage money, the objective being to 
increase this “capital” through paid-for 
sales until the producer has at least 
“$100,000” or a “class A” rating. Out- 
side brokers are also eligible to partici- 
pate. 

Extra credit is given for business that 
is paid for in advance, and for group or 
wholesale business. The contest ends 
April 3, with all cases to be examined 
by April 8. On April 12 an auction will 
be held for men’s accessories, cocktail 
sets and small radios, the producers 
using their stage money for bidding. 

ak) 

CAMPAIGN FOR TWO OFFICIALS 

A three months drive ending April 30 
is being conducted by the central de- 
partment of the New York Life in Chi- 
cago as a testimonial to Chairman T. 

. Buckner and President Alfred L. 
Aiken. It will be wound up at a lun- 
cheon to be held at Chicago early in 
May when the two officials will attend 
and give addresses. Other departments 
in the central section of the country are 








conducting similar campaigns and the 
two ranking officials will attend othe 
meetings at various points, concluding 
the drives. A sales congress of the 
central department was held in Chicago 
this week, attended by five home office 
officials. These were Vice-presidents [, 
S. Lindsay, C. H. Langmuir, G. S. Van 
Schaick and W. P. Kingsley, and C, J, 
O’Connell of the educational department, 
agency service bureau. They gave talks, 
as did R. E. Whitney, inspector of 
agencies central department, who was 
toastmaster; O. R. Carter, inspector of 
agencies mid-west department, Chicago; 
D. H. Bailey, agency director Fiel; 
building branch; J. E. Lysen, Top Clu} 
member and a C. L. U. who is the lead. 
ing agent in the Frederick Bruchhol; 
agency, and William Staeker, leading 
agent in the central branch, all of Chi. 
cago. 

x *k x 
RELIANCE LIFE MEN IN SESSION 


The Illinois department of the Reli- 
ance Life in Chicago held its semi-an- 
nual sales meeting, Manager W. C. Peck 
presiding. In the morning session there 
were sales demonstrations on “Selling 
the Young Man,” by J. E. Olson; “A¢- 
justment Income,’ by George Bull; 
“Minimum Monthly Income,” J. E 
Rawles; “Retirement Income,” C. Ff, 
Kinnucan. “Perfect Protection” was 
discussed by R. E. Keeley, leading 
accident and health producer in the de- 
partment, and “Prospect Inventory” by 
H. W. Baird, assistant manager, who 
pointed out the necessity for having an 
inventory of qualified prospects at the 
beginning of each month. Following 
luncheon prizes were awarded for out 
standing accomplishment in February. 
Announcement was made that for the 
tenth consecutive month the department 
had shown an increase in both written 
and paid business, the increase for the 
first two months being 35 percent. J. F. 
Johns, superintendent of agencies, east- 
ern division, discussed life insurance as 
a career for young men. H. P. Burnett, 
vice-president in charge of agencies, 
gave a talk, telling of the company’s 
progress and announcing that in the 
first week of January assets passed the 
hundred million mark. Voluntary quo- 
tas for March totaling over $500,000 for 
the department were taken. 

x OK Ox 
INCREASE IN ROTHAERMEL DRIVE 


The 10 agencies of the Equitable of 
New York in Chicago have just cot- 
cluded a month’s drive honoring M. W. 
Rothaermel, superintendent of agents 
central department, Chicago, who with 
his wife is taking a long sea voyage for 
his health. At a luncheon meeting this 
week it was reported a substantial in- 
crease was made during the campaign 
and results were radioed to Mr. Roth 
aermel aboard ship. A one week at- 
vanced field school will be started in 
Chicago March 22. 

The February drive volume was $11; 
827,048, for the Chicago agencies aloné, 
an all-time February record. Other 
agencies in the central department inde: 
= campaigned for Mr. Rothaet- 
mel. 
agency vice-president, attended _ the 
luncheon, speaking for the home office 
Chicago paid business in three months 
totaled $4,517,054, leading agencies be 
ing Lustgarten $1,066,123, Woody $l, 


064,734, Gottschall $582,516, Hobbs 
$418,516 and Sachs $418,583. 
* Ok Ox 


REPORTS 350 PERCENT GAIN 


E. B. Dudley, manager of the Trat 
elers Chicago offices, reported a 350 per 
cent gain in January and February bus 
ness over the same period in 1936, for 
life, accident and group. This includes 
business of the month side, south side 
and Oak Park branches. 

William Dunkak has joined the office 
as a field assistant, after attending the 
company school at Hartford. He w% 
formerly superintendent of agencies ol 
the Cosmopolitan Old Line Life of Ne 
braska. , 

Jack Hoover, superintendent of age? 
cies, has returned to Hartford after com 
ferring with Mr. Dudley. 


Spalding, assistant to the § 
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SALES IDEAS AND SUGGESTIONS 
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ct Agents’ Contact Analysis Is 





second. However, by Wednesday calls 
had declined to 6.7 with a further drop 
to 6.3 contacts Thursday, 5.3 contacts 
Friday, and to a week time low of 2.3 


Another agent, whose production was 
half of the leading producer, averaged 
only one contact a day except Friday 


talks B Gj l 
“<}Found Very Beneticia 
or of 
cago: 
Field By BERTRAND R. CANFIELD 
— Director Sales Division Babson Institute, Babson Park, Mass. 
l 
aa A study of sales contacts made by 
Chi. new agents of the Wallace Watson 

agency Connecticut Mutual Life, Bos- 

ton, by the Babson Institute of Business 
ION Administration, reveals wide fluctuations calls on Saturday. 

r in sales activity. All contacts made with 

Rel: & new prospects, old prospects and policy- 
‘Peck holders by eight typical agents over a 


period of 125 weeks were recorded and 
: analyzed by myself and my associates, 
elling J and valuable deductions made concern- 
ing activities of new agents. [The results 
in chart form are shown below.] 

E. Total contacts made by the agents 

































> &, studied averaged only 3.1 a day per 
Was I acent, while the most successful pro- 
ading HH ducer in the group averaged 5.9 con- 
e de. tacts a day, showing that volume of 
hy applications is consistent with calls. 
W 
ig an i Fluctuations in Effort 
t the Occur Throughout Week 
ae New agents begin the week with good 
yary, fe intentions, making more contacts on 
r the | Monday and Tuesday than any other 
‘ment (ay of the week, when an average of 
ritten (‘our daily calls are completed. How- 
+ the Me ever, by Wednesday the enthusiasm of 
J.B Monday and Tuesday begins to ebb and 
east. | contacts drop to 3.4 per man. Realizing 
ce as i the week is fast passing, the agents turn 
rnett, [e . 4 little more effort and on Thursday 
ncies, fe false their call average to 3.7, but this 
any’s enthusiasm is short lived and by Friday 
1 the fm contacts fall to 3.1. Saturday is prac- 
d the tically a total loss as far as contacts 
quo- ee concerned, as agents average only 
10 for ie °8 of an interview on that day. mv 
Sales effort exerted by individual 
agents varies widely. The highest pro- 
ducer in the group, true to the average 
HIVE & of all agents, made more contacts on 
le of f Monday and Tuesday than any other 
con [days of the week, averaging seven on 
{. W. & the first day of the week and 7.9 on the 
gents 
with Jef. Me Ao Me Je Je Ae S. 0. Ne D 
ye for 
g this COMPOSITE TOTAL INEFFECTIVE 
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and Saturday when a half-call_ was his 
average work output. The business se- 
cured and sales contacts made by this 
agent is further evidence that the well 
known relationship of contacts made to 
applications secured still prevails as 
proven in this case. 

The unequal sales effort exerted by 
new agents on various days of the week 
may be attributed to no other reason 
than lack of consistent application. The 
natural tendency to begin every effort at 
-high pressure and later relax effort is 
strikingly illustrated by this study, and 
the importance of reviving sales activity 
for the latter part of the week is evi- 
dent. 


The Week to Week 
Total Contacts Noted 


Although the number of sales con- 
tacts declines from a peak on Monday 
and Tuesday to Saturday of each week, 
the number of average weekly contacts 
steadily gains from a low on the first 
week to a peak the fourth week of the 
month. Sales effort increases as the 
month progresses until by the 20th day 
agents are going strong. The fluctuation 
in number of sales contacts made by 
agents from week to week is not great 
but enough to discern a definite rising 
trend throughout the month. 

The highest producer, in the group of 
agents studied began the month with an 
average of 30.6 sales contacts the first 
week, increased to 32 contacts the sec- 
ond week, 32.7 contacts the third week, 
and a peak of 34.7 contacts the fourth 
week, 


Weakest Agent Varies 
From 26 Calls to Zero 


The poorest producer showed the 
widest fluctuation in contacts from week 
to week, ranging from a minimum av- 
erage of 19 the first week to 26 the sec- 
ond week, 16 the third week, to zero 




















the fourth week. 

All agents observed showed a rising 
trend of contacts averaging 18.2 sales 
contacts the first week and increasing 
to 26.1 total contacts the fourth week 
of the month. 

The fluctuation in sales effort from 
month to month is most marked; -reach- 
ing a peak in September and a low in 
June. The number of contacts made in 
September are 44 percent greater than 
those in June, while January, May and 
July are rising peaks in the chart of 
sales effort. Next to June, March, Au- 
gust, November and December are the 
low pressure month [months are indi- 
cated by initials in the chart.] 


Vacations and Weather 
Have Effect on Results 


The average total contacts of the 
eight agents studied were 91 in January, 
72 in February, 61 in March, 68.5 in 
April, 81 in May, 58 in June, 93 in 
July, 73 in August, 103 in September, 
84 in October, 61.5 in November, and 
66 in December. This fluctuation follows 
rather closely the general seasonal trend 


late spring and fall months. The de- 
cided slump in total contacts during Au- 
gust is probably due to the summer 
vacation period while the falling off in 
November and December may be ac- 
counted for by the unfavorable weather 
conditions making outside contacts un- 
pleasant. 

Wide variations in total contacts from 
month to month are observed in the 
work of the best producer as well as 
the least successful agent. The top:-man 
in the group made 69 contacts in March 
and 174 contacts in July, while the poor- 
est agent made a total of 36 contacts 
in June and 82 in July. However, the 
sales leader showed much less fluctua- 
tion in number of contacts made than 
his less successful associate. 


Note Sales Contacts 
Resulting in Progress 


While the volume of total sales con- 
tacts an agent makes is significant, his 
total contacts resulting in progress are 
more so. Tuesday was the outstanding 
day of the week for successful contacts 
according to this study of eight agents 
over a period of 125 weeks. The agents 
averaged 3.9 contacts resulting in prog- 
ress on Tuesday, while the worthwhile 
contacts made during the balance of the 
week were Monday 2.2 ‘ contacts; 
Wednesday, 2.6 contacts; Thursday, 2.2 
contacts; Friday, 2.9 contacts; and Sat- 
urday .7 contacts. With the most suc- 
cessful contacts made on Tuesdays and 
Fridays, the least productive on Mon- 
days and Thursdays. 

The best producer averaged a total 
of five progress contacts daily and the 
low man had an average of slightly 
more than three worthwhile contacts a 
week. 

An average of 76 percent of all sales 
contacts made during a week result in 
progress, according to the study made 
by Babson Institute. 


Success From Week 
to Week Compared 


During the first week of the month 
fewer effective sales contacts are made, 
an average of only 13.1, according to 
the study, but more progress is shown 
in the second week with an average of 
24.6 contacts. Contacts resulting in 
progress decline during the third week 
to 20.6 and the fourth week of the 
month to 18 effective contacts. 

Just as the number of total sales con- 
tacts made is lowest the first week of 
the month, the volume of effective con- 
tacts is also at a minimum during the 
same period. 

The number of effective contacts 
rises steadily from the first of the year 
to a peak in September, when an aver- 
age of 77 good contacts per agent is 
reached. The lowest number of resultful 
contacts is in February, with an aver- 
age of 34.2 per agent. This figure 
mounts to 37 in March, 40 in April, 47.6 
in May, 49.6 in June, 57.2 in July, 70 
in August, 77 in September, and de- 
clines to 63 in October, 38.5 in Novem- 
ber, and 46 contacts in December. 

The most successful agent averaged 
115 successful contacts a month, while 
the poorest producer accounted for an 
average of only 44 contacts a month. 
As the greatest number of sales con- 
tacts are made on Mondays and Tues- 
days, it is natural that the greatest num- 
ber of worthless contacts should occur 
on these first two days of the week 
when each of the eight agents in the 
group averaged 1.3 valueless calls. The 
balance of the week is quite consistent 
with an average of one ineffective call 
per man on Thursday and Friday. 

The agent averaging the greatest 
number of ineffective contacts (2.1 a 
day) ranked next to the lowest man in 
the group in volume of production. 
The third week of the month pro- 
duced the largest number of worthless 








in business, which makes its peaks in the 


contacts for the group, when all aver- 





aged 7.7 poor interviews during the 
week, 

November was the poorest month of 
the year for the group for the average 
number of ineffective interviews reached 
38 per cent. This was followed closely 
by February with an average of 32 
worthless contacts. September offered 
fewer disappointments with an average 
of only 12 valueless interviews per man 
for the month. 

This study of sales contacts was made 
by giving each of the eight agents in 
the agency a record book in which to 
keep an accurate daily accounting of the 
number of contacts made, the sales con- 
tacts resulting in progress and those 
which proved worthless. After 125 
weekly records had been completed by 
the eight agents, a summary was made 
of the work of each agent by days of 
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A. ef5 meet 
AT THETOP OF THE POCONOS 


Sales meetings, executive conferences, conven- 
tions get off to a quick start at Pocono Manor. 
No distractions while business is on the slate 
but plenty of healthy diversion after. Isolated 
from crowds and noise in its own 3,000-acre 
estate, Pocono Manor is the first choice today 
of many leading life, fire and casualty com- 
panies. Its modern rooms and delicious meals, 
its central location—100 miles from New York 
and Philadelphia, on main line from Chicago 
and points West—combine to make it the ideal 
gathering place. And now consider these spe- 
cial advantages: 


RATES & ACCOMMODATIONS: 


Double and single rooms from $5.00 per person, 
including meals. Elevators, room phones, in- 
stantaneous steam heat. Ample facilities up to 
450. Meeting hall with stage, private banquet 
rooms, ballroom. 


DIVERSIONS: 


Tournament 18-hole golf course—private lake— 
20 miles of riding trails—three regulation tennis 
courts—putting greens and archery range. In 
winter there's skiing, ice-skating, tobogganing, 
dog-sled racing. Picnics, barbecues and hikes 
at all seasons. 


ENTERTAINMENT: 


Motion pictures, card rooms, dancing, table ten- 
nis, lectures and concerts. 4,000-volume library. 


RESERVATIONS: 


Arrangements for groups should be made as 
far in advance as possible in order that suitable 
accommodations may be reserved. Special 
group rates, including rooms and meals, golf 
and riding may be arranged for. The Manor's 
staff is thoroughly experienced in handling 
convention details and will cooperate to the 
fullest extent to make your meeting a complete 
success. Post office and Western Union tele- 
graph on the premises. 


OPEN ALL YEAR 


POCONO MANOR INN 


TOP OF THE POCONOS—PENNSYLVANIA 


Herman V. Yeager, General Manager 


~NEW YORK OFFICE: 300 MADISON AVENUE. VAN. 3-7200 


| Co. 


the week, weeks of the month, and 
months of the year. Then the averages 
were established for each agent and 
combined to arrive at an average figure 
for the group by the daily, weekly, and 
monthly periods. 


Valuable Material for 
Managers Individual Study 


The value of this study lies in its ap- 
plication by agents, general agents, and 
managers for a similar study of their 
own and their agents’ time employment 
to the end that wide fluctuations in sales 
effort may be leveled out and steady 
sales pressure exerted to secure 
a more. efficient expenditure of 
sales effort. The periodic declines in 
sales pressure, revealed by the study, 
are probably typical of those of the av- 
erage life underwriter and indicate the 
need for exerting greater sales effort on 
certain days of the week, weeks of the 
month, and months of the year. The 
average number of contacts made by the 
leading producers in the group suggests 
a desirable daily, weekly, and monthly 
sales contact objective for an agent. 

A further study of the number of in- 
terviews, whether first, second, or third, 
of service and delivery contacts, num- 
ber of new prospects secured, and hours 
spent in the field by this typical agency 
group, is being completed and will be 
released at an early date. 


COAST 


Walter Eader Will Connect 
with Managerial Company 











Walter G. Eader, who resigns after 
10% years with the Pacific Mutual Life, 
first as sales manager and later as act- 
ing manager at San Francisco, expects 
to make a. new connection in a short 
time. The Pacific Mutual is changing 
from a. branch office to general agency 
system at San Francisco and Mr. Eader 
did not consider himself in a position to 
operate under a general agency contract. 
He has been in life insurance for the 
last 22 years. He was district agent for 
the Northwestern Mutual in Oakland, 
Cal., and then he became San Francisco 
manager of the Equitable Life of Iowa 
until October, 1926, when he joined the 
Pacific Mutual Life as sales manager. 
Since then in northern California the 
company has put more than $50,000,000 
of business on the books. 


Addison Home Life Cashier 


J. O. Jensen, general agent Home 
Life of New York in San Francisco, 
announces the appointment of L. L. 
Addison as agency cashier. Mr. Addi- 
son began his life insurance career eight 
years ago in Sacramento with the Penn 
Mutual Life, doing cashier’s work. He 
served as cashier for seven years, then 
went to San Francisco as agent and 
brokerage contact man for Cosgrove & 
Mr. Jensen took over the Home 
Life general agency in July, 1936, go- 
ing from Philadelphia. 


Dykeman Succeeds “Jack” Piver 


J. K. Dykeman, Jr., former Seattle life 
insurance man, has been appointed resi- 
dent secretary at Seattle of the “Under- 
writers Report” of San Francisco. He 
fills the post left vacant by the resig- 
nation of John C. Piver, Jr., now pub- 
lisher of “Pacific Insurance,” new San 
Francisco weekly. Mr. Dykeman has 
been on the advertising staff of the 
Seattle “Post-Intelligencer.” His father, 
Judge J. K. Dykeman, at one time was 
publisher of the “Post-Intelligencer.” 
The “Underwriters Report” has moved 
its Seattle office to the Colman building. 


Boileau on Coast Trip 


Wallis Boileau, Jr., second vice-presi- 
dent of the Penn Mutual Life, was in 
San Francisco conferring with F. J. 





Curry, L. J. Duncan and’ G. A. Scot- 





Goal of $250,000 Is Set by 





Company’s Leading Agent} 





George J. Gold, leading personal pro 
ducer of the Connecticut Mutual Life 
in 1936, will observe his fifth anniver. 
sary with the C. J. Zimmerman agency 
in Newark by staging a personal cam. 
paign in his own honor with a $250,009 


goal. 


Mr. Gold attributes his success to the 
“center of influence’ method which he 
alleges is one of the most successful 
systems that an agent can put into prac 
tice. He started his career from scratch 
by cold canvassing the offices of two 
of the largest business buildings in 
city. In this way he established a cer 
ter of influence which has built prestige 
for him among a large acquaintance 
which is gradually spreading to 
broader territory. 

A four-page monthly, “Life Times,” ig 
sent by Mr. Gold to his clients and prog 
pects. It contains articles on how tg 
conserve money, news and views, ang 
discussions of life insurance as an ine 
vestment. ; 








land, general agents in San Francisco, 
Oakland and Sacramento, respectively, 

He later visited General Agent F. M 
McMillan of Los Angeles, with whos 
he conferred regarding plans for an ine 
crease in new business during 1937. 

Mr. Boileau also visited the San Diegg 
agency and then returned to Los Ag 
geles and addressed the McMillan 
agency. jHe was the guest of the agency 
at a dinner. This was held as the out 
come of the second anniversary drive 
which resulted in a very substantial in 
crease over February’s record for last 
year. 


Los Angeles Managers Meet 


At the meeting of the Life Insurance 
Managers Association of Los Angele 
legislative matters and Life Insurance 
Week plans were discussed. Phinehas 
Prouty, Jr., president of the Life Under 
writers’ Association of Los Angele 
outlined the general program for the 
drive. 


Nollen on Farm Tenancy — 
DES MOINES, March 4.—Insw 


ance company or other institutiom 
landlords have a definite reason for ¢F 
couraging tenants to become farm oWF 
ers, Gerald S. Nollen, president Baal 
ers Life of Iowa, told the National It 
stitute on Farm Tenancy. } 
The insurance company _landlori 
however, has a dual responsibility in if 
land holdings, Mr. Nollen added, to tit 
operators of farms and to its policyholé 
ers. Too extensive use of credit, he 
sometimes works a disservice in encoth 
aging a tenant to accept responsibilif 
which he cannot meet successfully. 
He said constant pressure for prefe 
ential treatment of the farmer throug 
cheap federal credit was in some Cas 
to be decried. } 


Texas Life Convention Elects 


DALLAS, March 4.—Earl B. S 
Fidelity Union Life, was elected pret 
dent of the Texas Life Convention 


its annual meeting. D. E. Waggol 
United Fidelity Life, was named vie 
president, and E. G. Brown, Southwé 
ern Life, secretary. d 
The convention adopted a resolutt 
of regret on the death of J. B. Reynom 
president of the Kansas City Life. 


Wood Speaks in Detroit 

J. H. Wood, manager of the gene 
agencies John Hancock Mutual 
will address the Associated Life Ge 5 
Agents & Managers of Detroit on ? 
Core of Agency Management—Motl 
tion,” March 12. 

The American Service Bureau and 


Hooper-Holmes Bureau have moved t 
offices in Columbus from_ the 





Citadel to the Hartman Theater bea 
ing. . —— 





